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Bowersock Discusses 
Problems of Today 
In Fire Insurance 





Boston President Confident of Rea- 
sonable Solution of State Reg- 
ulation Problems 


ADDRESSES MASS. AGENTS 


Talks cn Multinle Lines, Branch 
Offices and Fu‘ure of Local 
Producers 








Donald C. Bowersock, president of 
the Boston and Old Colony insurance 
companies of Boston, discussed frankly 
several leading problems of fire insur- 
ance when speaking Wednesday before 
the annual meeting of the Massachusetts 
Association of Insurance Agents at 
Springfield. With the title of “Looking 
Ahead with the Agency System” he pre- 
sented his views on multiple-line under- 
writing, branch offices, brokers, insur- 
ance rates and commissions. He believes 
that methods of business established in 
the next few years will set the pattern 
for the insurance business for some 
years to come and therefore it is highly 
important that changes made now are 
constructive. It is apparent, he said, 
that not only the agency system but 
the company organizational structure 
vill undergo a period of economic test- 
ing to prove their worth. 

Work of All-Industry Committce 

Sneaking briefly on the work of the 
All-Industry committee, on a sub-com- 
mittee of which he is a member, Presi- 
dent Bowersock said the committee was 
aiming for a plan “for legislative pro- 
cedure which should reflect the best 
thoughts of our business. 

As a member of one of these sub- 
committees,” he continued, “I can as- 
sure you, all of the men associated with 
the committee are giving careful con- 
sideration to the problems confronting 
” in the hope that prior to January 1, 
1948, laws will be placed on the statute 
ooks of the several states guaranteeing 
the continued supervision and regulation 
of the industry by the states. To pre- 
Pare legislation accomplishing this pur- 
— and at the same time placing the 
usiness in a Strait-jacket would be a 
relatively simple task, but to do it in a 
eoertied in keeping with the American 
no of business which contem- 
ot s the encouraging of competition 
fk vholesome, legitimate lines is a 
ormidable task, 

‘am confident, however, we may look 

(Continued on Page 24) 
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Potential Power... 
Ready when needed 


@ Because elevators were invented, 
great cities of skyscrapers have been 
built. This big service, arising from 
the slight pressure of an operator's 
hand, is possible only because of 
the creation of an inexhaustible 
supply of energy ready to be 
tapped when needed. 










A policyholder can get a 
great lift from a properly written 
contract in a dependable com- 

pany. A vast concentration of 
specialized knowledge and 
company reliability goes into 
the finished policy and is 
ready to be released when 
needed. When such need does 
arise, the potential power of insurance protection can literally save the day! 


London & Lancashire 
fb sR O U P 


THE LONDON & LANCASHIRE INSURANCE COMPANY, LTD. « ORIENT 
INSURANCE COMPANY *« LAW UNION & ROCK INSURANCE COM- 
PANY, LTD. * SAFEGUARD INSURANCE COMPANY OF NEW YORK 
STANDARD MARINE INSURANCE COMPANY, LTD. (FIRE DEPARTMENT) 
LONDON & LANCASHIRE INDEMNITY COMPANY OF AMERICA 




















Freedom of Speech 


The Office of War Information has a pamphlet addressed to 
the people of the United States, reminding us that the famous 
Four Freedoms remain as “something to live by and fight for.” 
These are wise words for us all to bear in mind as we face return- 


ing fighting men:— 


“Nothing is for sale at bargain prices, nor will the house be 
built in three days with cheap labor. The declaration of the four 
freedoms is not a promise of a gift which the people will receive. 
It is a declaration of a design which the people themselves may 
execute. 


“Free government is the most realistic kind of government, 
for it not only assumes that a man has something on his mind, but 
concedes his right to say it. 


“It permits him to talk—not without fear of contradiction, 
but without fear of punishment. 


“The first condition of free speech is that the individual have 
something to say.” 


THE PENN MUTUAL LIFE INSURANCE CO. 


JOHN A. STEVENSON 
President 


INDEPENDENCE SQUARE, PHILADELPHIA 
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Connell Found Mass 
Recruiting Largest 
Field Problem Now 


Tells General Agents on Trip of 
Responsibility in Not Putting 
on Men Indiscriminately 


PUBLIC RELATIONS ASPECT 


Seminars to Make Wider Known 
All Facts About National 
Service Life Problems 








Clancy D. Connell, president, National 
of Life Underwriters, has 
visit included 
and 
were 


Association 
from a which 
Pittsburgh, Indianapolis, Lansing 
Cleveland. Twenty associations 
represented at the Indiana meeting and 
fourteen at the Michigan meeting. 
Subject most discussed in all places 
he visited was that of recruiting, espe- 
cially of mass recruiting, which situation 
has been made acute by the return to 
the companies of the agency practices 


returned 


agreements. 

In talks on this trip President Con- 
nell said that the question of good 
public relations in the life insurance 
field is closely linked with the kind of 
new men who are inducted into the in- 
surance business. Demand is for leader- 
ship which will bring the right men into 
the business. 

“Tt is difficult to assay the extent of 
damage for all if incompetent men are 
calling on people trying to sell insur- 
ance. Everywhere there is talk as to 
just what form that leadership among 
general agents and managers will take 
when man power is available again; 
whether the obviously unfit can be 
screened off; and how to avoid taking 
on young men so fast that training fa- 
cilities are not available. Every effort 
should be made to prevent the damage 
which mass or indiscriminating recruit- 
ing can do. 

Companies Studying Situation 

Undoubtedly, there is a temptation on 
the part of some small agencies to put 
on more men than can be trained. That 
is obvious in agencies where the gen- 
eral agent must operate the agency, 
write considerable personal business, 
and himself do the training. The seri- 
ousness of the recruiting situation is be- 
ing closely observed by the companies 
and Mr. Connell said he thought it 
only fair to say that studies in the ranks 


(Continued on Page 12) 
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H Worthy Cause to Sponsor 





OUR GOAL 


For more than 25 years, one of the major objectives of the 


PHOENIX MUTUAL has been... 


“The production of an increasing quantity of quality business, 
at constantly decreasing cost, by a small, compact, exclusively 
full-time sales force of whorh the great majority are successful.” 


THE RESULT 


Indicative of the progress made are the following highlights of last 
year’s accomplishments: 


1. The largest new premium total in history. 


2. Record high persistency. Of all business exposed to lapse, 98.2% 
renewed. 


3. A record low was reached in the cost of acquiring new business. 


4. Not counting single premiums, the new premiums reported by 
all men with us the entire’ year averaged $9,296 per man. 


9. Commissions paid averaged $4,717 per man. 


What of the Future? 


Life insurance came through the war with new laurels of public 
appreciation and approval. The dawn of peace finds our businéss 


on the threshold of unprecedented opportunity, especially for the 
salesmen of tomorrow. 


The above facts and figures are being shared with the industry at 
this time in the confident expectation that many company sales 
leaders will want to renew their interest in a worthy cause... indus- 
try-wide adherence to the vital principles of full-time representation. 


Such a program... including, of course, mutual respect for estab- 
, lished sales organizations and the elimination of unfit or part-time 
men . . . will enable the industry to meet wider responsibilities and 
set up new standards of accomplishment. It will add immeasurably 
to the prestige of our calling. And, for the salesmen themselves, it 
will greatly enhance their opportunities for individual success. 


PHOENIX MUTUAL LIFE INSURANCE COMPANY 
Hartford, Connecticut Organized in 1851 
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amendments to the Servicemen’s Readjustment Act, the so-called G.I. Bill 
of Rights, at which the home loan features were discussed before the com- 
mittee by Dave E. Satterfield, Jr., general counsel of Life Insurance Asso- 
ciation of America, and L. Douglas Meredith, vice president and chairman 


of the finance committee of National Life of Vermont. 


Mr. Meredith is a 


former Commissioner of Banking and Insurance of Vermont and is con- 
sidered an authority on FHA loan operations which he has discussed in 


many addresses and articles. 
member of Congress from Virginia. 


Mr. Satterfield was until early this year a 


Mr. Satterfield’s statement before the Senate committee, which follows, 
advocated that the home loans under the act be administered through the 
federal Housing Administration which is already organized to function in 
this field, relieving the Veterans Administration of this responsibility. Mr. 


Satterfield said: 


Position of Companies as Lenders 
The insurance companies, as lending 
institutions, eligible under the Service- 
men’s Readjustment Act of 1944 to make 
loans to veterans, are anxious to be of 
service to the returning veterans, and 
to take an active part in this socially 
desirable program. They possess a tre- 
mendous accumulated lending experi- 
ence, and their points of view should 
be of real value in refining the G.I. loan 
program in order to make it function 
more speedily and more advantageously 


for the veteran. The life insurance com- 
panies recognize that the volume of so- 
called G.I. loans made to date, by all 
lenders, has been surprisingly small. Lack 
of appropriate legislation in some states 
practically excludes large companies 
from the G.I. loan field at the present 
time. The lack of standardized apprais- 
als has impaired the confidence of some 
lenders and has greatly restricted the 
development of a secondary market for 
the loans. Despite the efforts of the 
Veterans Administration swiftly to proc- 
ess the applications for guaranty, the 
many steps involved consume a consid- 
erable period of time. It is our desire 
in appearing here to contribute as much 
as possible to further development of 
the G.I. loan plan in order to provide 
for loans which will afford as much pro- 
tection as possible for the veterans and, 
at the same time, expedite the making 
of these loans, 

H. R. 3749, as we understand it, pro- 
vides in substance for three essential 
changes in the Servicemen’s Readjust- 
ment Act of 1944, as follows: 

1. Extends the time in which a vet- 
eran may enjoy the benefits of the loan 
provisions of the act. 

2. Permits a lender to bind the Vet- 
erans Administration to a guarantee, 
without giving the Veterans Administra- 
tion any opportunity to examine or ap- 
praise the property securing the loan. 

5. Repeals Section 505 of the act, 
Which section permits use of Federal 
Housing Administration loans under cer- 
tain circumstances. 

I shall comment briefiy on each of 
these proposed changes. 

We are in accord with the principle of 
extending the period of time within 
whic ‘h a veteran shall exercise his loan 
privileges. Manifestly, unless there is 
Some reasonable time within which a 
vete ran may apply for a home loan, the 

sult might. be an injudicious purchase 
now on the part of the veteran wanting 
to take advantage of the act, or discrim- 
ination against those younger veterans 
who may now be in need of a home. 
Certainly, there would seem to be many 
ol bijections to crowding the purchases 

© a short period. It does not appear 
ra us that there is any objection to the 
‘ periods stipulated in the bill. The ques- 


tion of what the time limit should be 
‘policy. 


IS a matter of Government 


Where the Government becomes direct- 
ly or contingently liable for some fu- 
ture payment, it would appear that it 
should have the right and responsibility 
to exercise its judgment as to the ap- 
praisal which directly or indirectly de- 
termines the amount of its liability. An 
inexperienced or reckless lender, or one 
willing to take a chance in order to 
obtain business or seemingly to aid a 
veteran, might easily engage a veteran 
in a transaction harmful to him as well 
as costly to the Government. Any rec- 
ognition of current market prices as 
the basis of loans might well aggravate 
any inflationary tendencies at work in 
the real estate market. 
Would Put Loans Under FHA 

It is our judgment the Veterans Ad- 
ministration should certify the eligibility 
of the veteran for a G.I. loan, and that, 
after certification, it would be advan- 
tageous if the home loan program for 
the veterans were transferred to the 
Federal Housing Administration. If this 
is done, Congress should clearly define 
the standards to be observed by the 
Federal Housing Administration in the 
administering of this program unless it 
intends that the FHA shall apply the 
same rules which it now does in ad- 
ministering its own loans. It should be 
remembered that there is a responsibil- 
ity for the protection of veterans, as 
well as the Government, because the 
veterans undertake to repay the full 
amount of the loan, and we presume it 
is anticipated that the full amount will 
be repaid in most cases. They will, 
therefore, be in need of sound advice, 


‘for it must be recognized that most of 


them will be uninformed as to real es- 
tate values. 
ministration has had experience in the 
making of home loans. It has an or- 
ganization of trained and dependable ap- 
praisers, and is in a position soundly to 


The Federal Housing Ad- ° 


Senate Hearing On Home Loan Provisions 


A Senate committee held hearings in Washington last week on proposed 





Of G.I. Bill of Rights 


direct the financial phases of this pro- 
gram in the interest of the veteran pri- 
marily. It would appear that the plan 
will operate on a more efficient basis, 
and more promptly, if this course is fol- 
lowed. Furthermore, so far as life in- 
surance companies are concerned, this 
will require no state legislation in ‘order 
to put these companies in a position 
to serve the veteran, provided any new 
Federal legislation is drafted so as to 
qualify under the existing state Statu- 
tory authority. 

Obviously, my comments to this point 
indicate our belief that instead of abrupt- 
ly repealing Section 505, and thus elim- 
inating the FHA from the veterans’ 
lending field, consideration might well be 
given to directing all of the G.I. home 
loans through FHA channels. 


Loan Guaranteed to Lender 


In any event, we believe protection 
to the lender for the full amount of the 
x1. loan should be provided. We ad- 
vocate protection for the entire amount 
of the loan in order to avoid a large 
number of complications likely to arise. 
If there is not full protection on the 
loan, then the lender must determine 
for itself many of the same questions 
which arise in connection with loans of 
which no portion is guaranteed. If the 
Government is to protect only a por- 
tion of the loan, then the lender, if a 
life insurance company, must, under the 
law and in protection of its policyhold- 
ers’ interests, exercise due discretion 
with respect to appraisal of the property, 
and must depend upon its own appraisal. 
The Government, on the other hand, in 
order to help the veteran, may be will- 
ing to base its action upon an appraisal 
more liberal than that which a private 
institutional lender properly could use. 
Thus to obtain uniformity of treatment 
of all G.I. borrowers, full protection 
would seem to be in order. Furthermore, 
state laws, as they apply to life insur- 
ance companies, differ between states 
with respect to the percentage of value 
which such companies may lend, and full 
protection, if provided within the scope 
of existing FHA legislation, would also 
obviate this difficulty. 

Many of the country’s life insurance 
companies conduct their lending activi- 
ties on a nation-wide basis. Their loans 
are made, in some instances, through 
salaried representatives operating branch 


Crampton Uses National Service Life 


Experience with servicemen has con- 
vinced John E, Crampton, special repre- 
sentative of Connecticut Mutual at 
Detroit, that they do not understand the 
uses and benefits of National Service 
Life Insurance and he told in a paper 
prepared for the National Association 
convention by mail how injustice can be 
done in careless naming of the bene- 
ficiary. 

This protection is issued on a five- 
year term basis. It was started in 1940 
before the war, and is not essentially 
war insurance. The original law pro- 
vided that, after National Service Life 
insurance has been in force one year, 
it could be converted to Ordinary life, 
Twenty-Pay life or Thirty-Pay life, and 
that it must be converted within the 
five-vear period, the conversion to be 
at the attained age, the original age, 
or any interim period. 

On July 2, 1945, Congress passed a 





bill providing that “the five-year-term 
period under all National Service Life 
Insurance issued on or before December 
31, 1945, and not exchanged or converted 
prior to that date to a plan other than 
five-year-level-premium-term insurance 
is hereby extended for an additional 
period of three years.” 

National . Service Life Insurance is 
paid to beneficiaries according to the 
age of the beneficiary at the time of 
the claim. If the beneficiary is under 
thirty years of age, settlement may be 
made under either of two plans: 

1. The proceeds may be paid over a 
period’ of twenty years. On ten 
thousand dollars of insurance the 
amount of income would be $55.10 
per month. 


2. The second plan for beneficiaries 
under thirty is to have the pro- 


(Continued on Page 14) 





offices, and in other cases the loans are 
originated through local institutions and 
are assigned to the insurance companies. 
When the latter occurs, a secondary 
market is said to exist, and the greatest 
secondary market for loans in history 
has developed in connection with FHA 
loans, because a lender in one corner 
of the country could buy a loan from 
another corner of the country, with full 
confidence in the attributes and charac- 
teristics of the loan. It is highly de- 
sirable that G.I. loans be of such nature 
that they encourage the development of 
an efficient secondary market in order 
to facilitate the transfer of capital funds 
from one section of the country to an- 
other. This can be most readily accom- 
plished through full protection of G.I. 
loans. 

Member companies of the Life Insur- 
ance Association of America desire to 
see a G.I. loan program which will pro- 
tect veterans, function smoothly and 
render available for veteran loans the 
funds entrusted to life insurance com- 
panies by sixty-seven million policy- 
holders throughout the country. 

We subscribe to the philosophy of Mr. 
Baruch, who recently in a letter to 
General Bradley (printed in the Con- 
gressional Record) wrote as follows: 

“With home loans, veterans are finding 
the law confusing in that two different 
methods for home financing are embod- 
ied in the law, each having certain ad- 
vantages. The best in both plans should 
be merged into a single arrangement 
which comes closest to meeting the 
needs of the veterans, with a flat 4% 
interest rate, payments spread over equal 
monthly installments, sound appraisal, 
and mortgages fully ‘guaranteed by the 
Government. The entire program should 
be administered by the National Hous- 
ing Administration. This would relieve 
the Veterans Agency of one of its 
many-enough jobs. The scale of possi- 
ble veteran home borrowing may be 
quite large and should be unified with 
other housing programs.’ 


Mr. Baruch, in using the term “Na- 
tional Housing Administration,” no doubt 
had in mind the Federal Housing Ad- 
ministration for the reason that the 
FHA is the only division of that agency 
insuring loans. 

I am not informed as to whether the 
committee plans to conclude its consid- 
eration of the pending measure today. 
I know that its disposition will be to 
hear any and all responsible partie’ who 
desire to be heard. Mr. Baruch’s state- 
ment bears every earmark of his usual 
careful and wise counsel. I hope the 
committee will conclude that its hear- 
ings are not complete until he has ap- 
peared before it. Some phases of the 
bill are enticing. It is pleasing to con- 
template swiftness, and avoidance of in- 
convenience for the veteran in making a 
loan. H. R. 3749 is a gallant attempt 
by the House to accomplish all of this, 
but that is not enough. 

This is a time of trial for the Con- 
gress. I feel it keenly, perhaps for 
the reason I served in the House until 
February of this year. The people of 
the country and their representatives at 
Washington must not fail the veteran. 
We serve him poorly, if by ill-conceived 
plans we set before him benefits easily 
acquired but later revealed as a delusion. 
There are some who will sell him any- 
thing, and particularly is this true in the 
field of real estate, if appraisal is not 
safeguarded when he enters the market 
as a borrower of money. 
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Ramsey Conn. Mutual 
General Agt. at Chicago 


SUCCESSOR TO JAMES G. HILL 








Former Manager Bruce Parsons Agency, 
Mutual Benefit, to Take Over 
Duties November 16 





James F. Ramsey has been appointed 
a Chicago general agent for the Con- 
necticut Mutual Life, succeeding James 
G. Hill, whose resignation for reasons 
of health was recently announced. Mr. 
Ramsey will move to the company’s field 
building offices November 16, at which 
time Mr. Hill will move to the south. 

Mr. Ramsey, a graduate of Drake 


JAMES F. RAMSEY 


University, went with the Des Moines 
agency of the Connecticut Mutual in 
1933. In 1935 he went to the Home Life 
as agency field assistant for one year 
and as general agent in Chicago for six 
years. In 1942 he took over the manage- 
ment of the Bruce Parsons agency, Mu- 
tual Benefit, leading all other agencies 
of that company in 1942 and 1944. Four 
of the men he brought into the agency 
qualified in 1945 for the Million Dollar 
Round Table. 

Mr. Ramsey is himself a life member 
of the Million Dollar Round Table, a 
chartered life underwriter and a gradu- 
ate of the Managers’ School of the Life 
Insurance Sales Research Bureau. He is 
on the board of directors of the Life 
Agency Managers Association in Chi- 
cago. 

Mr. Hill’s future plans are still uncer- 
tain, and will be announced later. 





Guardian Life Appoints 
Burgh Johnson Asst. V. P. 


Burgh Johnson, formerly assistant 
secretary of Guardian Life of New York 
who was recently released from the 
Naval Reserve as a lieutenant comman- 
der after three years’ service, has re- 
joined the company with the title of 
assistant vice president. Mr. Johnson 
joined the Navy in June, 1942, as a lieu- 
tenant with a background of two years 
at Annapolis. He participated in five 
major amphibious operations at Mar- 
shalls, Mariannas, Carolines, Iwo Jima 
and Okinawa. 

Before joining the armed forces Mr. 
Johnson had been with the Guardian 
for twelve years. For the greater part 
of the time he was primarily concerned 
with planning and accounting. He be- 
came assistant secretary in 1936. In his 
new position as assistant vice president, 
Mr. Johnson will be in charge of the 
methods planning and coordination work 
which, in his absence, has been under 
the direction of Irving Rosenthal, as- 
sistant actuary. 
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E. Roland Harriman Elected 
A Trustee of Mutual Life 


E. Roland Harriman has been elected 
a trustee of the Mutual Life, it was an- 
nounced this week by Lewis W. Doug- 
las, president. Mr. Harriman is a part- 
ner of Brown Brothers, Harriman & 
Co., private bankers. He is also a di- 
rector of the Union Pacific Railroad, 
Anaconda Copper Mining Co., Delaware 
and Hudson Co. and other corporations. 








LIFE INSURANCE 
PURCHASED ON 


R E N E W A L EQUITABLE BASIS 


RENEWAL PURCHASE COMPANY 


Telephone: BOwling Green 9-0109 a 











Good citizens of Minneapolis 
for 60 years or more 





1 
cower 





With these good Minneapolis firms for company, 
Northwestern National Life has passed all of its first 


60 years. 


NWNL looks with pride on a career begun back in 
1885 which today seems no more than well under way. 
The company now has over $600,000,000 of insurance 
in force on the lives of 200,000 policyholders, and its 
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assets total more than $120,000,000 with surplus 
funds (including capital) of over $9,000,000. 

As NWNL embarks on the years ahead, the mal 
agement finds much encouragement in the record of 
the past. All the vision, skill and common sense at ou! 
command will be devoted to keeping NWNL a usefil 
citizen of the business world. 


NORTHWESTERN Wational LIFE 


INSURANCE 
O. J. ARNOLD, President 


COM PANY 


MINNEAPOLIS 4, MINN. 
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MORIARTY FUNERAL SERVICES 





Old Associates Attend Services at Hart- 
ford for Well Known Insurance Man 
Who Died in Los Angeles 

funeral services were held at Hart- 
ford last Saturday for John J. Moriarty, 
president, Sunset Life and Sunset Cas- 
ualty of Olympia, Wash., who died sud- 
denly of a heart attack the night of Oc- 
tober 1 while in Los Angeles, on a busi- 
rfess trip. A number of prominent in- 
stirance men, including some of his for- 
mer associates in the old Missouri State 
Life, were the pallbearers. In attend- 





Strauss Portrait 


JOHN J. MORIARTY 


ance were his widow and their son, Cpl. 
John J. Moriarty, Jr., U. S. Army, who 
flew from Honolulu. 

3orn in Chatham, N. Y., October 3, 
1883, Mr. Moriarty was educated in the 
public schools of Hartford and started 
his insurance career with the Hartford 
Life & Annuity in 1899. He moved to 
St. Louis in 1912 when the Missouri 
State Life reinsured the legal reserve 
business of the Hartford company. Later 
he was with the General American Life, 
the American Mutual Life and the Occi- 
dental Life of California prior to joining 
the Sunset companies in September, 
1942, as executive vice president. Five 
months later he was elected president. 
He served as secretary of the Agency 
Section, American Life Convention, in 
1932-33 and the following year was 
chairman. Then for a period of two 
years he was chairman of the American 
Life Convention’s agents and agencies 
committee. 





Publication of Papers in 
Chicago Held Up by Strike 


Because of the strike of Chicago com- 
mnercial printers The National Under- 
writer of that city was not published last 
week. The October issue of the Life 
Insurance Courant was held up and the 
issuance of magazines and other pub- 
lications of the National Safety Council, 
Chicago, were also delayed. 





Made North Dakota Deputy 


Recently appointed North Dakota In- 
surance Commissioner Otto Krueger has 
named Walter Zellmer Deputy Commis- 
sioner. Mr, Zellmer was deputy under 
Commissioner Krueger when he was 
tate treasurer which post he resigned to 
become Insurance Commissioner. 





DANA CLARKE REOPENS OFFICE 
_ Dana C. Clarke, Million Dollar Round 
able member, and formerly a major on 
‘:eneral Eisenhower’s staff, has reopened 
his office at 30 Rockefeller Plaza. He 
‘catures pension plans and estate plan- 
ning, 


to the 
104 MEMBERS OF THE 
CONNECTICUT . MUTUAL PRESIDENT’S CLUB 





lr IS the largest group in the eleven-year 
history of the Club, far surpassing last year’s 
record figure of 83. 


Membership in the President’s Club calls 
for a lapse ratio of not more than 5% on first 
and second year business, and production of at 


least $150,000 last year. 


Top honors were earned by R. Howard 
Mate, Lansing, Michigan, who had $900,000 of 
first and second year business exposed and yet 
experienced no lapses. Twenty others had the 
unusual distinction of not having any of their 


first and second year business lapse. 


Special honor should also be paid to Howell 
D. Freeman, Hartford, who has qualified for the 
President’s Club every year since its inception, 
and to James H. Black, Indianapolis, Herbert E. 
Stein, Davenport, and Nelson C. Taintor, Hart- 
ford, who made the President’s Club in ten out 


of its eleven years. 








ale 


Connecticut Mutua Lire 





INSURANCE COMPANY + HARTFORD 
SR RA ce oe 





R. C. BUCKLEY NEW SUPERVISOR 





Joins George Shelley’s Branch of Macca- 
bees in N. Y. as Brokerage Man; 
His Life Insurance Background 


Robert C. Buckley, who for the past 
three years has been in war work and 
before that more than fifteen years in 
the life insurance agency business, has 
joined the New York branch of the 
Maccabees, 60 East 42nd Street, of which 
George Shelley is manager. 

Mr. Buckley’s first post was with the 
old Hart & Eubank agency of the Aetna 





ROBERT C. BUCKLEY 


Life in 1925. Four years later he joined 
the Gilbert V. Austin agency of the 
Aetna in Brooklyn as brokerage super- 
visor. There he was in close association 
with Harold DeMian who is now con- 
nected with the Maccabees’ office as 
brokerage supervisor. With the Austin 
agency Mr. Buckley also worked as a 
supervisor of full time agents and as 
agency organizer. He resigned his post 
in June, 1942, to enter war work. 

Married, Mr. Buckley lives in Yon- 
kers, N. Y., where he is the amateur 
dramatics director of the Mask & Wig 
organization. 





500 Prominent Men at Pru 
70th Anniversary Luncheon 


The annual buffet luncheon of The 
Prudential, held in that company’s audi- 
torium in the home office building, New- 
ark, took place on October 15. It was 
the seventieth anniversary of the com- 
pany. Guests were received by Col. 
Franklin D’Olier, president; Carrol M. 
Shanks, executive vice president; and 
other officers. 

This annual gathering is attended by 
leading men in New Jersey insurance, 
finance, law, church and journalism as 
well as by the principal public officials. 
Among the latter at Monday’s luncheon 
was Commissioner of Banking and In- 
surance Carey. More than 500 attended. 


D’Olier Leaves for Japan 


Col. Franklin D’Olier, president, The 
Prudential, left Wednesday for Japan. 
His trip is being made in connection with 
his duties as chairman of the Office of 
Strategic Defense Bombing Study. 





Gets Ohio Injunction 


A temporary injunction restraining 
the Ohio Insurance Department from 
interfering with the issuance of its 
Group life policies has been obtained by 
John Hancock Mutual Life. The Ohio 
Department had ruled that the statutes 
on grace period applied to Group insur- 
ance contracts as well as individual poli- 
cies and the company questions this in- 
terpretation. 
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Insurance as Shown by 
Herald Tribune Study 


FACTS GIVEN ABOUT FAMILIES 





72.5% of Its Family Readers Carry Or- 
dinary Insurance, Average 
Being $11,760 





How much insurance the average 
American family will or ought to buy 
has never been discovered, but the newly 
released continuing biennial study of 
New York Herald Tribune readers for 
1944, the fourth of this series of studies, 
seems to indicate that this far above the 
average income group is a long way 
from the saturation point. 

It is interesting that the average Or- 
dinary life insurance coverage of the 
72.5% of the families carrying this form 
of insurance is shown to be $11,760, far 
above the average for the nation. An- 
nuity insurance is carried by 18.2% of 
the families, health or accident insurance 
or a combination is carried by 29.5%, 
and automobile insurance by 36.1%. The 
average annual premium for insurance 
of all kinds carried by a Herald Tribune 
family is shown as $366.23. 

Under occupations the study shows 
69.2% engaged in business management; 
20.7% are professional or government 
workers and 10.1% are skilled and un- 
skilled laborers. Aidouel 97% of these 
families have incomes of $2,000 or more, 
with heavy emphasis in the higher in- 
come brackets, there are 27.5% of the 
families who do not own Ordinary life 
insurance, 

It is proven that 94.4% have savings 
accounts with an average per family of 
two and a half accounts. Also, 66.5% 
own securities and practically 100% see 
war bonds and stamps. But in spite of 
the fact that 40.3% own their homes 
there are 39.4% of the Herald Tribune 
families without fire insurance protec- 
tion. Assuming that all home owners 
have fire insurance, this means that only 
about a third of the 59.7% who are ten- 
ants have purchased fire protection to 
cover personal property. 


Dwight L. Clarke Speaker 


At the Los Angeles Life Insurance 
Managers Association meeting last 
week, Dwight L. Clarke, president of 
Occidental Life of California, was guest 
speaker. He discussed “Security in the 
American Tradition” and warned against 
government sponsored security as against 
individual initiative. 


PHOENIX CASHIERS PLAN 

The Phoenix Mutual Life has an- 
nounced a plan for recognizing out- 
standing accomplishment among its 
cashiers. The plan is to be known as the 
“Conserv: ation and Efficiency Competi- 
tion,” and is set up on a yearly basis, 
July 1 through June 30. The competition 
will be based on two factors—conserva- 
tion of business, and cooperation with 
policyholders, agents, and home office 
departments. 


RICHMOND ASS’N SEMINAR 
Plans for a seminar in Richmond, V a., 
to deal with the technicalities of con- 
version problems and other aspects of 
National Service Life Insurance have 
been announced by the Richmond As- 
sociation of Life Underwriters. 


Named Assistant Manager 
Home Life’s Evans Agency 








Pach Brothers 


HAROLD A. LOEWENHEIM 


Harold A. Loewenheim, who has 
—_ an agency field assistant in_ the 

gency department of Home Life of New 
York, has been appointed assistant man- 
ager in the company’s agency at 110 
William Street, New York, of which 
John H. Evans is manager. This agency 
was established on May 1 of this year 
and now ranks among the ten leading 
agencies of the company. 

Mr. Loewenheim entered the life in- 
surance business in 1932, following his 
graduation from Princeton, and was for 
ten years engaged in personal produc- 
tion and supervisory work in New York. 
In 1944 he became associated with Home 
Life as personal producer. In April of 
this year he was appointed an agency 
field assistant, in which capacity he has 
assisted managers of the company in 
several cities in the training and direc- 
tion of men. 


N. Y. ASS’N COURSE BEGINS 

The first meeting of the fall educa- 
tional course of the Life Underwriters 
Association of the City of New York 
was held yesterday. This is a refresher 
sales training course and will consist 
of five weekly meetings held on succes- 
sive Thursdays in the auditorium of the 
Metropolitan Life. One of the features 
of the course is the veterans class which 
will be given November 29. This class 
has been designed to instruct the life 
insurance man in the fundamentals of 
National Service Life Insurance, the G. 
T. Bill of Rights and other financial mat- 
ters pertaining to returning veterans. 


NATIONAL LIFE PRODUCTION 

National Life of Vermont reports for 
Sentember new-paid productian of $5,- 
119,488 compared with $4,495,095 for Sep- 
tember a year ago, an increase of 
13.89%. For nine months of this year 
the increase has been 26.97% over the 
corresponding period of 1944. The 1944 
sales were 29% over 1943 production. 

The gain in insurance-in-force for 
September was $3,853.963,. making the 
gain for the year thus far, $40,769,547. 

















through a 
RENEWAL COMMISSION LOAN 


© PRODUCTION 

® WORKING CAPITAL 

® CUSTOMERS’ NOTES 
AND ACCOUNTS 

© POSTWAR 
OPPORTUNITIES 

@ EXPANSION 

® HOMES, ETC. 

OUR BUSINESS is loaning 

you morey in substantial 





LIFE UNDERWRITERS CREDIT CORPORATION 
MINNEAPOLIS 2, MINNESOTA 


You Can Plan Today For 
Your Production and 
Home of Tomorrow 





amounts...the one source 
in the U.S. that specializes 
and really understands your 
needs. 

A renewal loan of $4,500 
costs you only 11 cents per 
day per thousand dollars. 

A unique plan developed 
by us in cooperation with the 
Northwestern National Bank 
of Minneapolis. 











Aetna, Life Cos. on 40-Hour 
Week, Give Salary Increase 


A 40-hour, 5-day week and a salary 
increase of 10%, not to exceed $300 to 
any individual, was announced last week 
for employes of the Aetna Life Affili- 
ated Companies by President Morgan 
B. Brainard. The revised schedule of 
office hours, which applies to the home 
office and in field offices, except where 
local conditions demand modifications, 
becomes effective October 29. The sal- 
ary increase, which affects all employes 
except officers, in the home office and 
in the field, goes into effect November 
16. Since the manpower shortage be- 
came acute in Hartford, Aetna Life 
Affiliated Companies have been on a 
44-hour week. Office hours under the 
new schedule will remain as they are at 
present, from 8:15 a. m. to 5 p. m. but 
Saturday work will be eliminated. 

In informing employes of the changes, 
President Brainard said: “Following 
VJ-Day and the rescinding of govern- 
ment directives, various plans of opera- 
tion have been considered by the man- 
agement of the Aetna Life Affiliated 
Companies. It has become evident that 
nationally there is a strong desire for 
and an acceptance of a five-day week. 
The return of experienced men and 
women from the armed forces will en- 
able us to adopt this shorter work-week 
without loss of effectiveness. In plan- 
ning new work schedules the manage- 
ment also feels that it should recognize 
the necessity for a change in base salary 
rates because of present day conditions.” 


R. Wayne Allison Appointed 
Milwaukee General Agent 


National Life of Vermont has ap- 
pointed R. Wayne Allison of Chicago, as 
general agent in Milwaukee. Mr. Alli- 
son was formerly a general agent for an 
Eastern life insurance company. Native 
of Quincy, IIl., he graduated from Uni- 
versity of Illinois with a B.S. after 
which he spent several years traveling 
over the middle west for International 
Shoe Co. Entering the life insurance 
business at Chicago he made an excel- 
lent record both as a personal producer 
and general agent. 


MINN. MUTUAL CONFERENCE 

The first post-war conference of gen- 
eral agents of the Minnesota Mutual 
was held this week at the home office 
in St. Paul. Discussions were devoted 
to the selling problems which salesmen 
are encountering in the reconversion 
period and the introduction of sales 
plans to meet post-war needs of life in- 
surance buyers. Regional meetings to 
be held in February have been an- 
nounced to the company’s field force, the 
qualifying period beginning October |! 
and continuing the balance of the year. 


WITH ALEXANDER & ALEXANDER 

Walter R. Hoefflin, Jr. has been 
named manager of the life department 
in the Los Angeles offices of Alexander 
& Alexander. Mr. Hoe in was asso- 
ciated with Pacific Mutual Life for nine 
years and later was, for five years, 
supervisor of the Phinehas Prouty, Jr. 
agency, Connecticut Mutual. 
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Continental American 
Enters Juvenile Field 


HAS FOUR POLICY CONTRACTS 


Let 








Sadownenne at 85, 20 Payment, 20 Year 
Endowment and Endowment at 18; 
Ages 0 to 14, 4% to 14 in N. Y. 





Continental American Life of Wil- 
mington has entered the juvenile field 
with four new contracts, Endowment at 
age 85, 20 Payment Endowment at age 
65, 20 Year Endowment, and Endow- 
met t at age 18. 

re juvenile line will be offered in all 
states except New York at ages 0 to 14 
yea (0 to 9 for Endowment at age 18) 
and death benefits are graded from $100 
per $1,000 face amount at age 0 to the 
full face amount at age 5. Due to statu- 
tor) restrictions, juvenile insurance will 
be offered in New York at ages 4% to 
14 vears only. 

Ei ther of two supplementary “nayor 
benefit” clause is available with all 
juvenile contracts in all states except 
Massachusetts: (1) waiver in event of 
death of the applicant, (2) waiver in 
event of death or total and permanent 
disability of the applicant. The “death 
only” waiver benefit is available in 
Massachusetts. The “payor benefit” 
waives premiums required by the con- 
tract until the child is age 25. 

A change-of-plan option, a feature of 
Continental American’s adult contracts, 
is also contained in its juvenile policies. 
The change-of-plan privilege permits 
Endowment and Limited pay policyhold- 
ers to reduce their premiums below Or- 
dinary life premiums as of the original 
age regardless of health or insurability. 





Miss Freeman in Round Table 


Gertrude L. Freeman, who in addition 
to operating a large general insurance 
and real estate agency in Waterbury, 
Conia. is a contract agent for Shepard & 
Co., weneral agent, Aetna Life, is a 
member of the Women’s Quarter Million 
Dollar Round Table. 





METROPOLITAN FIELD CHANGES 

The Metropolitan Life has announced 
the appointments of Carl J. Fox, for- 
merly assistant manager at Wilmington, 
as manager at Dover; John H. Miller, 
former manager at Dover, as manager 
at Salisbury and Cambridge; Robert L. 
Snowden, formerly field supervisor for 
Atlantic Coast territory, as manager at 
Red Bank. 





a 


MANAGER IN AUSTIN, TEX. 


Allen M. Cain, has received the ap- 
pointment of manager of the Austin 
agency of the California-Western States 
Life. Mr. Cain, who holds a degree in 
Business Administration from the Uni- 
versity of Texas, was well known in the 
Lone Star State insurance circles prior 
to his commission as an ensign in the 
Navy. 





ALBERT E. HOLMES ADVANCED 
Albert E. Holmes, assistant cashier for 
the past ten years, Kansas City Life, 
has been appointed company cashier, 
succeeding Jean H. Mitchell, who died 
last September. Mr. Holmes this past 
= tuary celebrated twenty years’ serv- 
with the company. 





WRIGHT CINCINNATI SPEAKER 
tiarry T. Wright, Chicago, past presi- 
den’ of the National Association of Life 
Ur crwriters, is slated to address the 
firs: fall meeting of the Cincinna i Life 
Underwriters Association, today. Thoma; 
W. Strange, president, has appointed 
Ph lip C. Bake program chairman. 





APPOINT G. T. VANDERSLICE 

‘he General American Life, St. Louis, 
has announced the appointment of 
s€01 rge T. Vanderslice as general agent 
: Paris, Texas. Mr. Vanderslice en- 

red life insurance in 1941 and has 


served as agent and assistant superin- 
tendent for the American National. 


Annuities in U. S. Up 
45% During War Years 

GROUP POLICIES INCREASE 75% 

Life Companies Had 2,535,200 Annuities 


for Annual Income of $800,400,000 
at Beginning of Year 








More than 1,500,000 American workers 
are now covered by Group annuities, an 
increase of 75% since pre-war 1940, the 
Institute of Life Insurance announced. 
The Group annuities alone represent 
aggregate future income of more than a 
quarter of a billion dollars a year. 

While the Group annuities have shown 
the greatest rate of increase during the 
war years, all annuities have gained 
sharply, the total annuities of all types 
now in force being approximately 
$850,000,000 annual income, representing 
over $2,600,000 or 45% more than in 1940. 

At the beginning of this year, the life 
insurance companic s of this country had 
2,535,200 annuities in force, for an ag- 
gregate of $800,400,000 of annual income. 
Of these 523,000 were already paying in- 
come to annuitants in the amount of 
$191,000,000 a year; 1,476,900 were fully 
paid up, their aggregate income of $277,- 
300,000 to begin in the future; and 535,- 
000, representing eventual annual in- 
come of $332,100,000 was still being paid 
for, 

Of the total in force at the beginning 
of the year, 1,381,400, representing an- 
nual income of $240,400,000, were Group 
annuities, written on groups of employes, 
1,022,400 were individual annuities, rep- 
resenting annual income of $503,500,- 
000, and 131,400 were annuities being set 
up as supplementary contracts under 
regular life insurance policies, represent- 
ing $56,500,000 of annual income to bene- 
ficiaries. 





The State Bar Association of Wiscon- 
sin announces the appointment of John 
Visser as a member of the section on 
Insurance Law. Mr. Visser is attorney 
for the Old Life Insurance Co. 








Do you try to interest the 
“sole proprietor’of a business? 


“ASK PEYSER ABOUT IT” 


P. A. PEYSER — 
MANHATTAN LIFE INSURANCE CO. 
55 Liberty Street, New York City 5, COrtlandt 7-2676 


General Agent 








Connecticut General Gets 
Financial World Award 


Connecticut General Life Insurance 
Company has received the second of the 
two highest awards in the insurance 
company classification given in 1945 by 
the “Financial World” for excellence in 
annual report publications to stockhold- 
ers. Connecticut General’s award was 
the highest received by a life insurance 
company. Insurance Co. of North Amer- 
ica received the first award. 

These awards, resulting from a survey 
of more than 1,200 annual report pub- 
lications of concerns of all 
types, were based on the clearness with 
which facts were presented and on 
pleasing appearance. The awards are 
intended to recognize outstanding ac- 
complishments in the presenting of com- 
pany reports according to the most mod- 
ern public relations standards. 


business 


MINNESOTA CONFERENCE 
Representatives of the National Asso- 
ciation of Life Underwriters and the 
Minnesota state and local associations 
held a two day conference in St. Paul 
last week. 





“The new booklet, YOUR 
LIFE INSURANCE, is just 
what we who are now far from 


e home want and need. Please send 


me 25 copies so that I can pass 


them on to others over here.” 


And SO, in substance, 


have read numerous letters from our men in the armed serv- 
ices, following their reading of the Company’s 32 page book- 
let on National Service life insurance. 


Information and advice, if sufficient and impartial, is al- 


ways appreciated. That is why the life underwriter under 
arms, his buddies, and his loved ones at home, all regard 
Your Life Insurance so highly. It is concerned only with the 
serviceman’s life insurance problems. It outlines clearly the 
unique benefits of National Service life insurance. It urges 
the serviceman, without exception, to retain and convert to 
a permanent plan his government policy, and it tells him ex- 
actly how to get that job done with a minimum of effort. 


EQUITABLE LIFE OF IOWA 
Goynded 1967 


Home Office 





Des Moines 


Leader for September 





JULES ANZEL 


Jules Anzel, head of the general 
agency of Continental American Life 
at 60 East 42nd Street, New York, was 
the leader of all managers and brokers 
of the company in volume for Septem- 
ber and he has been notified in a letter 
from President A. A. Rydgren that his 
agency was the leading agency of the 
company for the country in September 
production of new paid insurance. 


APPOINTED BY FRANKLIN LIFE 


Concurrent with the Franklin Life’s 
entry into the state of New Mexico, 
President Becker announced that Harold 
E. Del Castillo, formerly co-general 
agent in Houston, has moved to New 
Mexico and will be regional manager for 
the state with headquarters in Albuquer- 
que. W. H. Roche also formerly of 
Houston will be associated with Mr. Del 
Castillo as general agent in Albuquer- 
que. 

G. W. PERRY’S NEW POST 

J. DeWitt Mills, superintendent of 
agents, Mutual Savings Life Insurance 
Co., St. Louis, has announced the ap- 
pointment of George W. Perry as mana- 
ger of the St. Louis agency. Mr. Perry 
was formerly associated with the Ameri- 
can National Insurance Co. at Long 
Beach. 


SUN LIFE L. A. APPOINTMENT 


L. E. Miller has been appointed as- 
sociate manager of the Los Angeles 
branch office of the Sun Life of Canada. 
Previous to his present appointment, Mr. 
Miller was manager of the company’s 
office at Minneapolis. 





AUGUST BENEFIT PAYMENTS 


American families received $210,706,- 
000 in August from their life insurance 
companies, bringing to $1,792,181,000 the 
benefit payments since the first of the 
yegr, according to the Institute of Life 
Insurance. One-half of the August bene- 
fits were payments to beneficiaries un- 
der death claims, the other half being 
payments to living policyholders. 
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The following is a letter writ- 
ten by the widow of a Bankers 
Life policyholder who left the 
proceeds of a $10,000 policy 
with the company to be paid 
to her in monthly install- 
ments: 


—O-— 


“Dear Friends of the Bankers 
Life Company: Surely you have 
proved the truth of the adage ‘A 
friend in need is a friend indeed,’ 
for the Bankers Life has provided 
our only income since the death 
of my husband 15 years ago. Dur- 
ing these 15 years never once has 
your check failed to reach me 
promptly each month. 


“You have kept us in comfort 
and educated my son to be a Min- 
ister (soon to leave with his family 
as a missionary to Africa) and 
my two daughters as Registered 
Nurses—one a First Lieutenant in 
the Army (returning home today 
after 18 months’ overseas) and 
the other a Lieutenant (j.g.) in 
the Navy. 


“We, as a Christian family, 
trust God for our material needs 
as well as our spiritual, and since 
God has said ‘If any provide not 
for his own, and specially for 
those of his own house, he hath 
denied the faith and is worse than 
an infidel’ (I Timothy 5:8) we 
feel He guided my husband in 
selecting your Company as our 
guardian, that we might have the 
best care. 





“Having moved during the years 
we have come to know several of 
your representatives and the un- 
failing courtesy of each one has 
made us feel they were more in- 
terested in our welfare than all 
other policyholders in the Bankers 
Life family. 


“Will you accept our sincere 
thanks and extend our thanks also 
to the faithful staff members who 
have served us?” 


BanxersZ/ : 
the Double Duty Dollar Company 


ors Mmomes 





K. L. Black Made Cleveland 
Mgr. for Fidelity Mutual 
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Prete 
KENNETH L, BLACK 


The Fidelity Mutual Life has an- 
nounced the appointment of Kenneth L. 
Black as manager of the company’s 
Cleveland agency. Announcement was 
made by C. L. Pontius, manager of agen- 
cies. Mr. Black has been an outstand- 
ing producer in the agency for the past 
five years. Prior to entering the insur- 
ance business in 1940 Mr. Black was 
sales manager for a wholesale produce 
firm in Canton. 


HEAR JOHN P. WILLIAMS 
John P. Williams, director of the edu- 
cational advisory department of the 
American College of Life Underwriters, 
addressed the first fall meeting of the 
3uffalo chapter of Chartered Life Un- 
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shows a 59% increase. 








writer, because: 










Sales 


ARE BETTER 


Pacific Mutual’s new paid business for 1944 
Sales are better for the Pacific Mutual under- 


He can sell complete coverage. He uses a def- 
initized, proved process of prospecting and 
merchandising. He is thoroughly trained—by 
General Agents or Supervisors who are them- 
selves “trained as trainers.” It’s this combination 
of favorable factors that makes 
for selling success. 


Harding College Puts 
Out Federal Tax Plan 


BY CLINTON DAVIDSON, JR. 





Proposes Elimination of Double Taxa- 
tion; Sets Up Taxing Procedure 
on Permanent Basis 


A Federal tax program and a proce- 
dure for computing the tax on a scien- 
tific basis are proposed in a book by 
Clinton Davidson, Jr., director, division 
of research of Harding College, Searcy, 
Ark. Mr. Davidson is the son of Clin- 
ton Davidson, president of Management 
Planning, Inc., New York, who is well 
known in the insurance fraternity. The 
younger Mr. Davidson, graduate of Yale 
and Harvard School of Business Ad- 
ministration, was an economist with 
investment counsel organizations before 
he joined the faculty of Harding Col- 
lege as director of economic research. 
The book, “Your Cost of Post-War Tax 
Proposals,” is published by Harding 
College and is available at $1 a copy 
direct from the college. 

In his suggested tax program, Mr. 
Davidson stresses the necessity of low- 
ering the double tax on corporation in- 
come and shows how present tax sched- 
ules deter private investment and _ in- 
dustrial expansion. The main discussion 
of the book treats of a recommended 
tax program that will balance the budget 
and at the same time, the author states, 
provide high income and employment 
levels. The procedure for computing the 
tax would enable businessmen to com- 
pute their own tax rates as soon as 
they knew the size of the Federal 
budget and would put Federal taxes on 
a permanent basis. 

The department of popular education 
of Harding College, by which the book 
was issued, is devoted to aiding public 
thinking on current economic problems. 


Yi 















































PACIFIC MUTUAL 


LIFE INSURANCE COMPANY 


HOME OFFICE, LOS ANGELES, CALIFORNIA 


“Help Fight Inflation 
—Buy Life Insurance” 





























Bankers Life Passes 
Billion Outstanding 


COMPANY WAS FORMED IN 3137 





Has at Present More Than 300,00) 
Policyholders; Gerard S. Nollen 
President Since 1926 





The Bankers Life Co. Des Moines 
has joined the select group of life ip. 
surance companies having a Dillion dol- 
lars or more of insurance in force. |} 
took the Bankers Life sixty-six years to 
reach this mark. It is the only life jn. 
surance company West of the \Missis. 





GERARD S. NOLLEN 


sippi River having a billion in force. 
At the -end of 1944.it had $945,483.43 
outstanding. The company has more 
than 300,000 policyholders. 

The company was founded by Edward 
A. Temple in 1879. He died in 1909 and 
was succeeded as president by E. E. 
Clark who had come with the company 
in 1885. In 1916 George Kuhns sutc- 
ceeded Clark and in 1926 Gerard S. 
Nollen was elected president. 


Harold Cronin’s NALU Post 


Clancy D. Connell, president, National 
Association of Life Underwriters, has 
announced the appointment of Harold 
Cronin, The Prudential, as a member 
of the National Association’s agency 
practices Committee, of whici Jul B. 
Baumann, secretary of the association, 
is chairman. Mr. Cronin is the only 
member of the committee from the New 
York metropolitan area. 


PLAN FARM BUREAU LIFE CO. 


The Kentucky Farm Bureau and 3 
number of Farm Bureaus in souther 
states are planning formation of a lilt 
insurance company tentatively known 4 
Southwide Life Insurance Cooperative 
with a proposed capital of $300,000. 4 
steering committee will meet in Nash 
ville in November. 











William G. Farrell, head of the House 
of Farrell of Los Angeles, died Sunday 
in that city. He went to Los Angeles 
in 1921 from Salt Lake City founding 
the agency which handled all lines o! 
insurance including life and was active 
in the Life Underwriters Association 
also the Chamber of Commerce. He 
was 81 


OHIO ASS’N CHAIRMAN). 
George Vinsonhaler, John Hancock, 
Cincinnati, has been named chair: ian, 0! 
a committee to arrange for the micetiNg 
of the Ohio Association of Life Under 
writers to be held in Cleveland in the 
spring. 


Gordon K. Harper, Philadelphie ma” 
ager for, Phoenix Mutual, has re‘urnce 
to civilian life after almost two sal 
as an officer in the United States Nav 
Reserve. 
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First Post-War Meeting 
Held by Eastern Life 


HARRY YARIN TOASTMASTER 





‘of Speaker President Lipsky; Lead- 
~~ Gaaiedl Agents Size Up Sales 
Opportunities; Stoddard Talks 





Some eighty agents of the Eastern 
Life of New York held their first post- 
war dinner meeting October 11 at the 
Paramount restaurant, New York, and 
launched a production drive for new 
business which will culminate in a con- 
vention trip to Nassau in the Bahamas 
early in 1947, Toastmaster at the 
mecting was Harry Yarin, vice presi- 
dent and superintendent of agencies; 
chiet speaker Louis Lipsky, president ot 
the company, and guest speaker was A, 
Krumbein, director of the Eastern Life, 
who is a manufacturer in New York 
City. ; : 
Sounding the keynote of the evening 
Mr, Yarin urged the agents to be on 
the alert for sales opportunities among 
industries which have resumed peace- 
time operations. He had specifically in 
mind salesmen of refrigerators, oil burn- 
ers, washing machines, and business ma- 
chines who are certain to do a big busi- 
ness from now on. Mr. Yarin also an- 
nounced that the company will be glad 
to assist in the preparation of insurance 
irusts and that this market offered large 
opportunities for development. In_ this 
connection, Walter Kaye, leading indi- 
vidual producer of the Eastern this year, 
spoke briefly’on his own cultivation of 
this market. 

Pointing to the progress made by 
Eastern Life in the past four war years 
Mr. Yarin gave the following compara- 
tive figures: Insurance in force, 1939— 
$14,500,000; 1945—$29,000,000; total as- 
sets, 1939—$2,250,000; 1945—$5,000,000 ; 
premium income, 1939—$506,000; 1944— 
$1,115,000. The company has increased 
its net retention to $12,000 and now is- 
sues policies automatically up to $60,000. 

Stoddard and Lipsky Talks 

Col. Francis R. Stoddard, former Su- 
perintendent of Insurance, New York 
State, and now senior partner in a New 
York law firm, who is general counsel 
of Eastern Life, extended greetings to 
those present and expressed his grati- 
fication over the fact that the war is 
over and peace-time. activities can be 
resumed. He has been one of the com- 
pany’s closest advisers since its incep- 
tion and spoke with keen satisfaction 
over the high type of leadership it has 
had over the years. He paid particular 
tribute to Vice President Yarin, Secre- 
tary Jacob Ish-Kishor and President 
Louis Lipsky. 

In turn, President Lipsky spoke of 
life insurance as a stabilizing factor in 
an unsettled post-war world. He is con- 
cerned about the uneasiness and tension 
which is now existing among nations 
as well as people. Having attended the 
United Nations conference in San Fran- 
cisco last summer as a consultant of 
the American Jewish Conference, he 


; said that even there he sensed a feeling 


of competitive interests and ambitions 
among nations represented. This led 
him to point to life insurance “as the 
remaining citadel of security,” adding 
that here in this country we have pros- 
perity, have been spared war’s devasta- 
tion and we are therefore in a position 
o being the stabilizers of the world. 
Mr. Lipsky hoped that nothing would 
‘ver interfere with the performance of 
‘his important role by the life insur- 
ance industry, 
Leading General Agents Speak 


_ Chairman Yarin also called upon lead- 
ing seneral agents of the company and 
among those who spoke were Frank 
Levey, now leading in production; N. B. 
Waldman, David Alperin, Leonard Bon- 
el, Samuel Lonshein, Samuel Merkin. 
Out of this discussion developed the idea 
that the general agents should get to- 
gether at regular intervals to exchange 
ideas and experiences. ‘ 
One of the best talks was made by 


A. Krumbein, who as a director of the 
company, has been an ardent believer in 
life insurance protection. 


N. J. GROUP HEARS SALINGER 
Benjamin D. Salinger, general agent, 
Mutual Benefit Life, New York, ad- 
dressed the members of the Life Un- 
derwriters Association of Hudson Coun- 
ty at the association’s monthly lunch- 
eon meeting held yesterday in Jersey 
City. Mr. Salinger discussed “The 
Agent’s Position in Today’s Market.” 








a 

















HARTFORD COLLEGE PROGRAM 


The Hartford College of Insurance of 
the University of Connecticut has or- 
ganized its program for the preparation 
for chartered life underwriter examina- 
tion, Part C, law, wills, trusts, taxation 
and business insurance. Classes com- 


mence today at the college. Instructor 
is George J. Richards, general agent, 
Monarch Life and vice president of the 
Hartford chapter, CLU. 





WANTED ™ By large midtown 


agency, young woman with life insur- 
ance experience. Excellent opportunity. 
Box 1622, The Eastern Underwriter, 
41 Maiden Lane, New York 7, N. Y. 








The Life Managers Association of Los 
Angeles held its first fall meeting re- 
cently. 
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WHAT CAN BE ACCOMPLISHED BY A 


lifewed Conttd ov left Sharing Han ? 


Real advantages can be derived from a Deferred Bonus or Profit-Sharing Plan correctly 
designed to meet the specific needs of an organization. For example, such a plan— 


Does not bind the employer to scheduled contributions, 


Eases compensation problems. 


1. 
2. 
3. Provides incentive to forward-looking employees. 
4. 


Results in more stable, more satisfactory employee relations. 


The provisions of a Deferred Bonus or Profit-Sharing Plan would cover: 


Membership—may include all employees or only those 
who meet specific length of service or other permitted 


requirements. 


Contributions by employer—may but need not be directly 


related to profits. 


Allocation of contributions among employees—may be 
based proportionately on compensation and also, if de- 
sired, upon length of service. 


Distributions of benefits to employees or desi gnated bene- 
ficiaries—may be made upon death, disability, illness 


or retirement or, if the provision therefor complies with 


the announced requirements of wage and salary stabili- 


zation controls, upon other severance of employment. 


Investment between time of contribution and time of 
distribution—may be made in securities or insurance 


company contracts or both. 


Our 92-page summary entitled "Pension, Bonus and Profit-Sharing Plans,” covering the fundamentals of formulating and financing 


employee benefit plans is available. There is no obligation entailed in writing for this study, 


or in discussing your particular case with us, 


THE CHASE NATIONAL BANK 


OF THE CITY OF NEW YORK 


11 BROAD STREET 


Pension Trust Division 
Telephone HAnover 2-9800 


NEW YORK 15 
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When W. R. Jenkins, vice president, 
Northwestern National Life, wrote an 
article for Forbes Magazine (April 15, 
1945) he didn’t know that he was going 
to get one of the world’s greatest pub- 
licity breaks, but that is what followed 
as The Readers Digest reprinted it in 
part. The latter magazine has a fan- 
tastic circulation—some say 8,000,000. 

I asked Mr. Jenkins what happened 
after The Readers Digest came out with 
his article, which was entitled “Before 















Gene Garrett 
W. R. JENKINS 


Starting Your Own Business.” Plenty, 
as you will see by what the Northwest- 
ern National executive wrote me: 

“The first response came principally 
from business firms and from bankers, 
who are most vitally interested in men 
who want to set up in business for 
themselves. We had a substantial volume 
of requests for reprints and issue some- 
thing over 30,000 of these reprints in 
response to these requests. 

“The more interesting response has 
come from people who want to go into 
business for themselves. Some of these 
were civilians but the great bulk of 
letters were from men in service. There 
has been a steady stream of these let- 
ters coming to me from all over the 
world. They are still coming in at the 
rate of four or five a week, principally 
from men who apparently were on fight- 
ing fronts during the time the article 
came out and are just now catching 
up on their past issues of the Digest. 

“The letters from the people wanting 
to go into business are in some respects 
a little heartbreaking. All of them are 
eager for information, but the sources 


of practical information on that par- 
ticular subject have in the past been 
very lean. Fortunately that situation 


seems to be correcting itself now be- 
cause of the very live and active inter- 
est in the subject. However, when I 
first started to answer these letters the 
problem of referring the individuals to 
adequate sources of information was a 
pretty tough one. The job is not made 
easier by the men and women who 
write in for help. They show a great 
eagerness to get information but in- 
variably give too little information for 
anyone to offer them immediate sound 
advice. Frequently, they would ask 
about capital or costs without giving 
any information about where they in- 
tended to establish their business. Per- 
haps a majority of them have had no 
experience in the line they intend to 
go into. The only thing encouraging 
about their letters was the fact that 
the great majority of them seemed to 
have stored away a little capital. And 


perhaps you could say it is a hearten- 
ing thing 


that the average American 


boy—when he gets a little money saved 
up and jingling in his pocket—seems 
immediately to aspire to create some- 
thing for himself and to launch off on 
his own. 

“The problem of answering all these 
letters has been truly quite a task and 
currently I have fallen behind to an 
alarming extent, but I hope to catch 
up again in the near future.” 





William Macfarlane of the New York 
Life and Sterling Pierson of the Equi- 
table Society have been added to the 
American Life Convention’s committee 
on War Settlements, chairman of which 
is Valentine Howell of The Prudential. 

In order to give the problems of war 
settlements special consideration com- 
mittees of insurance men were formed 
in Great Britain, Canada, Australia, and, 
through the agency of the American 
Life Convention, the United States and 
Canada jointly. 

One of the problems growing out of 
the war has been that policyholders 
were cut off from their companies by 
war conditions, such as in the case of 
the Japanese invasion of the Philippines. 


The policyholders were often able to 
make premium payments, and they wish 
wholeheartedly to continue their insur- 
ance, but they were completely out of 
communication with the companies. On 
their part, the companies stand ready 
and anxious to accept premiums and to 
pay all their claims, but for a consid- 
erable time were helpless i in the matter. 
Companies in some countries abroad 
were ignorant of their claim liabilities 
and of the status or value of any in- 
vestments in foreign countries to cover 
their reserves. From an insurance view- 
point the situation in some countries 
became utterly chaotic. 


Now, that the wars are over the situa- 
tion is changing for the better, of course, 
but there are many problems. 

There were numerous policies in 
force in Japan which were taken out in 
Canadian companies and also in the Asia 
Life and the United States Life. Poli- 
cies were also carried by some resident 
English, Americans, Philippines or other 
allied nationals in ‘concentration camps. 
Policies also were on some Philippines 
or Chinese nations not in camps, but 
having no evidence of Quisling tenden- 
cies. Both in the Philippines and in 
Japan, Japanese companies had, under a 
compulsory arrangement, reinsured the 
policies formerly hel dby their nationals 
in American companies, or Canadian 
companies. The Philippines’ situation 





ASSISTANT WANTED 


to help General Agent in live 
midtown agency. Must be a good 
life underwriter, able to assist 
agents. Good opportunity. Salery. 
Commission. Reply strictly con- 
fidential. Box 1623, The Eastern 
Underwriter, 41 Maiden Lane, 
New York 7, N. Y. 



























was considerably straightened out by 
former Superintendent of Insurance 
Pink of New York State when he was 
in the islands for the Philippine govern- 
ment. 

In the European theatre of war there 
were, of course, some Germans, for- 
mer residents of the U. S. and insured 
in American companies who returned to 
Germany to fight against the Allies. 
Also, there were some Italian anti- 
fascists who returned to Italy prior to 
the advent of Fascism. Some British or 
French were insured in British com- 
panies. 

Unele Francis. 








INSURED LIVES 


Insurance 


pendents 


pendents 





FOR GROUPS OF 50 OR MORE 


Group Life Insurance 


Group Accidental Death and Dis- 


memberment Insurance 


Group Accident and Sickness 


Group Hospital Expense Insurance 
for employees and eligible de- 


Group Surgical Expense Insurance 
for employees and eligible de- 


















. give the goose good to the greatest number” 
A. Lincoln 


Right now many organizations find LNL’s Group Insurance Plans— 
give the greatest good to the greatest number. Employers like the broad 
coverage and liberal benefits—count on these benefits to bolster their 
“employee morale.” A valuable business asset these days. 


Think how quickly you could interest your group prospects in the 
plans shown below. 


Its Name Indicates Its Character 


The Lineoln National Life Insurance Co. 


FOR GROUPS OF 25 AND LESS 
THAN 50 INSURED LIVES 


Employee Life Insurance (formerly 
known as Wholesale) Including 
double indemnity 

Accident and Sickness Insurance 

Hospital Expense Insurance for em- 
ployees and eligible dependents 

Surgical Expense Insurance for em- 
ployees and eligible dependents 

FOR GROUPS OF 10 AND LESS 

THAN 25 INSURED LIVES — 

Employee Life Insurance including 
double indemnit 

CREDITOR GROUP INSURANCE 

For groups of at least 100 new 
entrants yearly 





FORT WAYNE 
INDIANA 
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Josephson Addresses 
Savings Bank Group 


PROBLEMS IN LARGER LIMITS 





Tells Tri-State Conference Raising 
Maximum Amount of Policy Involves 
Complex Service Banks Can’t Give 





Increasing the limits of Savings Bank 
Life Insurance above the present maxi- 
mum of $3,000 would involve a type of 
training, experience and specialization 
that the banks are not qualified to give 
the public, in the opinion of Halsey D. 
Josephson CLU, general agent for Mu- 
tual Benefit, New York, who addressed 
the annual tri-state conference on Sav- 
ines Bank Life Insurance at Stock- 
bridge, Mass., Wednesday. Attending 
were insurance representatives of sav- 
ings banks in Massachusetts, Connecti- 
cut and New York. Discounting much of 
the criticism between proponents of 
Savings Bank insurance and _ regular 
company insurance, Mr. Josephson 
stressed the complexities of the large 
volume field which becomes greater as 
the volume rises. 

“\ good life insurance man provides 
the motivation to buy,” said Mr. Joseph- 
san, “and he does it by exposing the 
need and proving that only life insur- 
ance can cover it or that life insurance 
will cover it more satisfactorily than 
anything else. The good life insurance 
man doesn’t know how much life insur- 
ance his prospect should buy until all 
the facts are revealed. These include 
the prospect’s objectives. 

“They include the needs of the execu- 
tor of his estate in covering such items 
as debts, estate and income taxes and 
cash bequests. The facts must include 
information regarding the nature of the 
prospect’s estate, so that the possibility 
of forced liquidation of assets will be 
eliminated. They include a knowledge of 
the terms of his will, and his business 
interests, And finally after the evidence 
is in, the good life insurance man, acting 
as a technician, determines how much 
new life insurance is necessary to fill the 
needs. And then, in his capacity as a 
salesman, he supplies the necessary mo- 
tivation to buy. If he is successful, his 
work begins, it doesn’t end. 


Policies Need Planning 


“Practically every policy will require 
a lengthy and well planned agreement 
regarding the distribution of the pro- 
ceeds and each contract must be an- 
alyzed to determine what part of the 
total picture it can best fulfill. And all 
must be coordinated with the survivor 
benefits under Social Security and very 
possibly with the peculiarities of Na- 
tional Service life insurance, and widow’s 
Pensions for veterans—each of which 
has its own pattern. 

“Let me cite two fairly recent events 
that involved many of us in a’ tremen- 
dous amount of work. It used to be 
true that all income to a beneficiary of a 
life insurance policy in excess of the 
lace amount of insurance was taxable in- 
come to her. Now, if the insured chooses 
the options—and he nearly invariably 
does—installment payments to the bene- 
ficiary are totally exempt from income 
tax, regardless of by how much the to- 
tal installments exceed the face of the 
Policy. However, where funds are left 
with a life insurance company on an in- 
terest basis, all income is taxable to 
the beneficiary. This change made it 
advisable@ for a number of insureds to 
change their agreements so that a 
steater part of the proceeds was left on 
installment options and a much smaller 
Part on interest options. This, of course, 
Was tantamount to doing the whole job 
al over again. 

\nother recent change involved pur- 
chase and sale agreements regarding 
Corporate stock on the death of a 
stockholder. Formerly, the only part of 
the sales price subject to income tax 
Was the enhancement in value from the 
date of death to the date of sale. Along 





comes a decision to the effect that where 
the sale is mandatory—as most are un- 
der stock purchase agreements—the 
basis of the tax is the original price. 
Naturally, all policyholders to whom this 
applied had to be notified, and some 
changes made. More recently, we had 
reason to believe that tax authorities 
would revert to the original method.” 





BANKERS LIFE AGENCIES GAIN 


Forty-seven agencies of the Bankers 
Life of Des Moines registered gains of 
insurance in force during the first eight 
months of 1945. 


HANCOCK’S BOSTON CHANGES 

With the retirement on December 1 of 
Owen D. Murphy as district manager of 
the John Hancock’s Boston 2 office that 
district will be divided into two districts 
to be known as Chelsea and East Bos- 
ton. Samuel Lederman, now assistant 
manager at Boston 2, has been promoted 
to district manager at Chelsea. John P. 
Hennessey, district supervisor at Boston 
2, will become district manager at East 
Boston. 





Honor Pittsburgh Women 


The Regional Round Table of Women 
in Life Insurance met at the Fort Pitt 
Hotel, Pittsburgh, October 11, for pur- 
pose of honoring Pittsburgh women 
agents who qualified for the Women’s 
Quarter Million Dollar Round Table. 
Speaker was Hermine Kuhn, Manhat- 
tan Life, New York, who was chairman 
of the Table until its recent meeting in 
Chicago. 

















RETIREMENT 


Yes, we believe in it in two ways. We 
believe in our unexcelled Retirement 
Income contracts for our policyhold- 
ers and believe in our Retirement In- 


come Plan for our Field Men. 


They 


are unusual and flexible and typical 
of the many things which make Bank- 
ers National different. 


It will pay you to investigate 
the opportunities offered by— 


enbers 


NATIONAL LIFE 


Insurance Company... Montelair, N. J. 


s 


Ralph R. Lounsbury, President 


W. J. Sieger, V. P. & Sup’t. of Agencies 


LIFE * 


ACCIDENT e 


HEALTH 


* HOSPITAL % 














Page 12 








October 19, 1945 














Discussion to Feature 
ALC Annual Meeting 

AT CHICAGO, OCT. 31 TO NOV. 1 

President Laurence F. Lee Opens Pro- 


gram; George L. Harrison and Lewis 
W. Douglas Among Speakers 








This year’s meeting of American Life 
Convention at Edgewater Beach Hotel, 
Chicago, October 31 and November 1, 
will be largely on a round-table or open 
fewer prepared ad- 
The Legal, 

sec- 
meet- 


forum basis with 
dresses and more discussion. 
Agency and Industrial 
conduct separate 
but such sessions are 


Financial, 
will not 
ings as formerly 
to be resumed next year. 

The general sessions of this year’s 
meeting will be opened by Laurence F. 
Lee, president, American Life Conven- 
tion, on October 31. Mr. Lee, who is 
also president, Occidental Life, Raleigh, 
N. C., and of the Peninsular Life, Jack- 
sonville, Fla., will deliver his presidential 
address after the customary preliminary 
formalities. 

Robert L. Hogg, manager and general 
counsel, will present his report as the 
manager of the convention, reviewing in 
some detail its various activities and the 
fine progress that has been made by 
the organization in the past year. 

An address by George L. Harrison, 
president, New York Life, will conclude 
the program for the first morning 
session. 

James M. McCormack, president, Na- 
tional Association of Insurance Commis- 
sioners and Insurance Commissioner for 
Tennessee, is to be the principal speaker 
at the luncheon meeting shortly after 
noon, 

The afternoon session will open with 

forum discussion of various legal 
aspects of the termination of wars with 
Germany and Japan. It is to be directed 
by Robert A. Adams, general counsel, 
American United Life, Indianapolis. 
This will be followed by a forum dis- 
cussion of the SEUA decision of the 
Supreme Court and the new status of 
insurance that has resulted from that 
historic ruling and recent Federal legis- 
lation. This forum will be under the 
leadership of Berkeley Cox, associate 
counsel, Aetna Life, and chairman, Legal 
Section, ALC. The concluding feature of 
this session is to be a forum discussion 
of interest returns on life insurance 
company mortgage investments directed 
by Ehney A. Camp, vice president and 


tions 


treasurer, Liberty National Life, Bir- 
mingham. 
The annual executive session of the 


convention will be held Wednesday eve- 
ning, October 31. At that session the 
officers and members of the executive 
committee are to be elected and other 
business of the convention transacted. 

The general session of Thursday, No- 
vember 1, will be opened with a report 
by the joint committee on medical re- 
search to be presented by M. Albert 
Linton, president, Provident Mutual 
Life, the committee chairman. Following 
Mr. Linton’s report there will be an 
address by E. K. Williams, K.C., of 
Winnipeg. Mr. Williams is an outstand- 
ing Canadian lawyer and the current 
president of the Canadian Bar Asso- 
ciation. Mr. Williams is widely known 
throughout the United States as a 
forceful and interesting speaker. A 
forum discussion of current investment 
matters, directed by Paul E. Fisher, 
treasurer, Indianapolis Life, chairman, 
Financial Section, will follow, while a 
report by the joint liaison committee, 
presented by George Willard Smith, 
president, New England Mutual Life, 
will be the concluding feature of this 
This was the committee of the 


session, 

life insurance companies which  co- 
operated during the war with U. S. 
Treasury officials in furthering the 


financing of the nation’s war efforts. 
Lewis W. Douglas, president, Mutual 

Life of New York, will be the speaker 

at a luncheon to be held at noon. 

At the afternoon session there will be 





Shope Equitable Ad Manager 


Leslie R. Shope has been appointed 
advertising manager for Equitable Life 
Assurance Society. Before the war he 
was supervisor of sales promotion for 
the Society. Recently released from 
service as a colonel in the Army Air 
Force, Mr. Shope served three years 
in the South Pacific where he was di- 
rector of public relations and air cen- 
ter commander for New Caledonia. 


JOHN BURRIDGE ON STAFF HERE 
John Burridge, a graduate of Univer- 
sity of Chicago, and son of Howard J. 
Burridge, president of The National Un- 
derwriter, has become a member of the 
New York staff of that publication. 








forum on any questions that 
may be submitted from the floor of the 
meeting. No restrictions will be placed 
on the questions that may be submitted 
but, of course, it is to be hoped each 
will be dealt with tersely, so as to pro- 
vide ample time for the inclusion of 
the largest number of questions possible. 

The concluding feature of the two- 
day program is to be an open forum 
on the Standard Non-Forfeiture and 
Valuation Legislative Program adopted 
by the National Association of Insur- 
ance Commissioners and the progress of 
the legislation throughout the country 
to put this program into effect in the 
various states. Alfred N. Guertin, actu- 


an open 


ary, American Life Convention, who 
was chairman of the Commissioners’ 
special committee which recommended 


these provisions, will direct this forum. 
A number of prominent life insurance 
men will participate. On October 30 
there will be meetings of the board 
of directors of the American Service 
Bureau, of which Lee N. Parker is 


president and general manager, and of 
the Executive Committee of the Ameri- 
Convention, 


can Life 





5 MULTI-POWER 
Lines 








HOSPITAL 
GROUP 
SICKNESS 
ACCIDENT 
LIFE 


PROVIDENT 
LIFE AND ACCIDENT 
INSURANCE COMPANY 




















HOOK JOINS OREGON MUTUAL 

John F. Hook, formerly mathematics 
instructor at University of Iowa, has 
joined the actuarial staff of Oregon 
Mutual Life at the home office in Port- 
land. Mr. Hook has completed four of 
the nine examinations required for fel- 
lowship in the Actuarial Society of 
America. He will serve with Ralph Niles 
as a general assistant to Actuary G. E. 
Cannon. 





HEAR JAMES E. RUTHERFORD 


James FE. Rutherford, executive vice 
president, National Association of Life 
Underwriters, addressed the October 
meeting of the Richmond, Va. Associa- 
tion of Life Underwriters. Mr. Ruther- 
ford discussed Social Security. 









TO-DAY. 


THE CHALLENGE 


PLANNING WITH VISION .:..TO ENSURE 
THE INHERENT,HUMAN RIGHTS OF DECENT 
LIVING, SECURITY, AND INDIVIDUAL DIGNITY, 
HAS ~ FOR GENERATIONS NOW — BEEN THE 
INSPIRED PURPOSE OF THE TIME HONOURED 
INSTITUTION OF LIFE INSURANCE WHICH 
HAS ESTABLISHED BEYOND ALL DOUBT THE 
ABILITY OF REASONING MAN TO PREPARE 
FOR THE YEARS YET TO BE AND TO MEASURE 
HIS NEEDS FOR THE UNCERTAIN JOURNEY. 


LIFE INSURANCE MEETS THE CHALLENGE 
OF THE UNKNOWN TOMORROW BY THE 
INSIGHT, PRUDENCE AND RESOURCES OF 


SUN LIFE OF CANADA: a 
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NOMINATED FOR REAR ADMIRAL 


Capt. Sidney W. Souers, who in civil- 
ian life was executive vice president of 
the General American Life, before be- 
ing called back for active duty with the 
United States Navy in 1940, has been 
nominated for promotion to the rank 
of rear admiral. The nomination has 
been sent to the Senate for confirma- 
tion. Capt. Souers was a naval reserve 
officer for eleven years prior to being 
called into active service. He served as 
district intelligence officer of the Sixth 
Naval Reserve with headquarters in 
Charleston, S. C., and for a while was 
also stationed in Chicago. 





Connell’s ‘Trip 
(Continued from Page 1) 


of companies are under way to improve 
the screening tests. 

Another subject greatly interesting all 
the general agents and managers has to 
do with veterans’ affairs. At the Cleve- 
land meeting Henry Haiman, president, 
Cleveland association, and an agent of 
the Northwestern Mutual Life, asked all 
those who felt they were capable of 
advising the public relative to every 
phase of National Service Life Insur- 
ance to say so. Of 300 present only a 
half dozen publicly said they felt they 
were entirely qualified to do so. 


Seminars of Six Hours 


As a result of the great interest in 
this subject, and its importance, the Na- 
tional Association of Life Underwriters 
has prepared a six-hour seminar which 
has been sent to all associations and a 
large proportion of the associations at 
the present time is organizing facilities 
for putting on these seminars. President 
Connell appointed Col. John D. Marsh, 
general agent, Lincoln National Life, 
Washington, as chairman of a_ special 
committee on veterans’ affairs. In addi- 
tion to these seminars the NALU pro- 
poses to offer through National head- 
quarters all information on the subject 
which associations may require, and will 
do so speedily through Don Barnes, 
NALU director of research, who, aiter 
long service in the Army, recently re- 
turned to NALU headquarters. 

A third subject discussed by [rest 
dent Connell on his trip was the plan- 
ning of the NALU regarding its future 
expansion and activities. “Where do we 
go from here?” is the question confront- 
ing NALU. Mr. Connell reggntly ap- 
pointed a planning committee, chairman 
of which is Carlton Cox, Metrop: ylitan 
Life, Paterson, N. J., other members 
being Frank Wenner, Connecticut Mu 
tual, Utica, who was chairman of New 
York State association’s planning com- 
mittee; David Fluegelman, North- 
western Mutual Life, president, Life Un- 
derwriters Association of City of New 
York: K. Conrey, general agent, 
Penn’ Mutual, Pittsburgh, and John 
Moynahan, Metropolitan Life, Chicago, 
a trustee of NALU. 





a 


FOR FATHERS OF 


GROWING 
GHILDREN 

















tol 510, O00 FAMILY MAINTENANCE PLAN 


(20 Years) with income equivalent to 3% on 
= 540,000 
bec , 


st PLUS 


d as 
ixth 
‘oe $] 0) , 0 0) 0) Cash (payable as income, if preferred) 


GUARANTEES: (If death occurs within 20 years from date 


of issue) 

$ 100 Monthly for 240 Months 
ek x 240 
ae $24,000 Total income payments, and then 
ent 10,000 Cash (payable as income, if preferred) 
ial $34,000 Total returns 
pied GUARANTEES: (If death occurs after 20 years from date of 
ly 3 issue) 
i a | 0 , 0 0 0 Cash (payable as income, if preferred) 
it Pays Annual Dividends Attractive Conversion Privileges 
J Also written on 10-Year and 15-Year Plans 


Life, 
cial 
ddi- 
pro- 


ead- LIFE INSURANCE COMPANY 
will Springfield, Massachusetts 


Alexander T. Maclean, President 





7 





Massachusetts Mutual Life Insurance Company | 
Springfield, Massachusetts 






Please send complete information about the Family Maintenance Plan 




















Page 14 








October 19, 1945 





—. 





Company Action On War Clauses 


Massachusetts Mutual 

The Massachusetts Mutual Life Insur- 
anee Co. has announced the removal of 
war and aviation liability limitations, 
with certain exceptions as to aviation. 
This action is retroactive as to deaths 
occurring on or after September 2, pro- 
claimed by President Truman as V-J 
Day. 

The limitatioon of liability incident 
to war hazard will not apply in settle- 
ment of claims for deaths occurring on 
or after this date. Also, in case of death 
on or after September 2, there will be no 
limitation of liability on policies which 
carried the war and aviation rider, unless 
the insured had an air pilot’s license, 
was a pilot, student pilot or crew mem- 
ber of any type of aircraft, or was in 


training for such duty, when the insur- 
ance was applied for. Moreover, even in 
such cases liability will not be limited 


unless death results from travel in or 
descent from aircraft operated for mili- 
tarv or naval purposes or for training, 
or in which the policyholder acts as pilot 
or crew member, 

This action by the Massachusetts Mu- 
tual is automatically operative as to all 
policies affected by it. No endorsement 
of individual policies is necessary. 


New England Mutual 





The New England Mutual has an- 
nounced that all war clause restrictions 
on existing policies in their application 


to deaths occurring “A 
have been cancelled. This liberalization 
applies to all war clauses, but does not 
apply to aviation exclusion amendments 
or to exclusions under disability or 
double indemnity clauses. The company 


after September 


also announced that it has restored its 
usual limits of insurance to civilians of 
war service ages. The amount which 
can be issued to men in service, or to 


those who expect to be enrolled in such 
service, will depend upon the merits of 
the individual case. 

Effective October 1, the company has 
revised its double indemnity agreement 
to grant this coverage when the insured 
is traveling as a fare-paying passenger 
on a regularly scheduled flight of a li- 
censed plane. This liberalization of avia- 
tion coverage, with unchanged premium 
rates, is extended retroactively to all 
outstanding double indemnity agree- 
ments for deaths occurring after Octo- 
ber 1. 





Penn Mutual 

Broad modification of aviation limita- 
tions and complete elimination of war 
restrictions on all outstanding policies 
are announced by John A. Stevenson, 
president of Penn Mutual Life. 

In the future, military aviation restric- 
tions will apnly only to military flying 
outside the United States and Canada 
and inside the home area where the in- 
sured is a crew member or a passenger 
on a plane used for training purposes. 
Klimination of the restrictions will be 
retroactive in general to August 15 and 
instances to May 8, 1945. For 
personnel the restrictions ter- 
upon discharge or t  ansfer to in- 


in some 
military 
ininate 
active reserve. 

The new rules will grant worldwide 
civilian passenger coverage and will give 
full coverage, subject to extra premiums, 
to pilots, crew members and_ student 
pilots. 

“Now that the war hazard is over, we 
are happy to eliminate the special war- 
time restrictions made necessary in order 
to protect and safeguard the interests 
of the great majority of policyholders 
against potential and unpredictable large 
losses,” Mr. Stevenson said. 

Service men may now apply for restor- 
ation of disability benefits on their Penn 
Mutual policies and the suspension of 
double indemnity benefits also has been 
removed. 


Home Life 


of New York has termin- 
September 2, all war and 


Home Life 
ated as of 


travel provisions on policies issued dur- 
ing the war for all policyowners who 
on that date were not in the armed 
services. For those in the service on 
September 2, all war and travel provi- 
sions will be terminated on discharge or 
on March 2, 1946, if not discharged by 
that date. For service men these provi- 
sions will be applicable only if the in- 
sured dies before March 2, 1946, from a 
war cause occurring before September 2. 

All aviation that were 
issued concurrently with war and travel 
provisions are completely terminated as 
of September 2, except for those then in 
the services and for those who between 
September 1, 1940, and September 2, 
1945, had been a student pilot, pilot, or 
in that period flew in a capacity requir- 
ing duties in flight. Where these avia- 
tion provisions are not terminated, they 
will be applied only if death results from 
travel or flight in or on or descending 
from an aircraft operated for military 
or naval purposes, for training, or where 


provisions 


the insured is a pilot, crew member, or 
has duties on the plane in flight. 

All new policies: are being issued with- 
out war provisions, and no endorsement 
is necessary on outstanding policies to 
obtain the benefit of the relaxation of 
the war, travel, and aviation provisions. 





Berkshire Life 


The Berkshire Life announces that as 
of August 31 the issue of war restrictions 
on new policies at all ages is being dis- 
continued regardless of whether or not 
the applicant is in military or naval 
service. Applications of Army and Navy 
officers and enlisted men except on the 
lives of personnel of submarine service 
will be accepted for the amounts to 
which they have heretofore been en- 
titled. An aviation restriction will be 
included in some such cases when the 
circumstances require. 

The extra premiums charged to mem- 
bers of the Merchant Marine on new 
issues on account of the war hazard will 
be discontinued at once. The extra for 
occupational hazards will, however, be 
continued, An extra premium will also 
be charged for other sub-standard 
classifications pursuant to the company’s 
regular practice in peace times. 
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TODAY’S POLICIES 
AT YESTERDAY’S RATES 


rans IT OR NOT, 


many persons are still buying life insurance 
from us at the old 3%% reserve rates effective 
10 years ago. They get Ordinary Life, for in- 
stance, at $20.82 per thousand at age 35. 

How do they get this break? 

Because a standard provision in Occidenta"’s 
Convertible Term policies guarantees the Ordi- 
nary Life rates that will be given the policy- 
holder in his converted policy — the rates in 
effect at the date of original issue. 


Policyholders who bought Term insurance 
years ago are thus buying new permanent 
policies from us—at original rates. And those 
who buy Occidental Term insurance today re- 
ceive a contract guarantee that they may later 
convert to Ordinary Life at rates now in effect. 
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PROMOTE FRANCIS X. HAGERTY 





Made Training Assistant to Personnel 


Division of Mutual Life; 
His Background 
Francis X. Hagerty has been ap- 


pointed training assistant in the per- 
sonnel division, Mutual Life, the »er- 
sonal director of which is Harold R. 
Bixler. 

Born in Boston Mr. Hagerty attended 
Boston College, and several universities, 
including New York, Columbia, Rutzers 
and University of Pennsylvania. In the 
first World War he was a captain in 
infantry and a company commander at 
Officers Training School, Camp Devens, 
Mass. Currently, he is an instructor jn 
the Mutual Life’s training program for 
home office supervisors and_ recently 
was supervision trainer and conference 
leader for the Wright Aeronautical 
Corp. of Paterson, N. J. 





Mutual Benefit Leaders 
Hold Meeting at Hershey 


National Associates, the organization 
of top twenty-five producers of Mutual 
Benefit Life, met at Hershey Hotel, 
Hershey, Penn., October 8 and 9. Wal- 
lace N. Watson, CLU, Boston, president 
of the group, called the meeting in ac- 
cordance with the National Associates’ 
plan of meeting semi-annually to ex- 
change ideas and discuss current prob- 
lems of advanced underwriting. 

The Monday morning session was de- 
voted to business insurance and estate 
planning, led by Marc A. Law, Chicago- 
Parsons agency, J. Howard Hanway, 
New York- Youngman agency, Charles I. 
King, CLU, Kansas City, and Max M. 
Matusoff, Cleveland. Following an 
afternoon of golf and sports there was 
a banquet in the evening. On the next 
day’s program, Raleigh R. Stotz, CLU, 
general agent, Grand Rapids, discussed 
the Mutual Benefit’s new contract form 
from the salesman’s point of view and 
Mr. Watson led a discussion on _profit- 
sharing and bonus trusts. Guest speak- 
er Irvin Bendiner, CLU, Philadelphia, 
closed the meeting, crystalling the ideas 
brought out in the two-day discussions, 
urging the men to remember always this 
fundamental—that life insurance is the 
best property to use in solving most all 
financial problems. 

The company’s home office was repre- 
sented by Vice President John S. 
Thompson, Superintendent of Agencies 
Kenagy, Associate Counsel Magovern 
and Agency Field Secretary Mildred F. 
Stone, CLU. 





PROVIDENT MUTUAL INCREASE 

New paid business of the Provident Mu- 
tual Life amounted to $17,313,000 during 
the third quarter of 1945, according to 
an announcement by President M. A. 
Linton. This figure corresponds with 
$12,857,000 of new business in the same 
quarter of last year, a gain of $4,456,0) 
or 34.7%. The average policy was $6,080 
highest in the company’s history. In- 
surance in force reached a new peak of 
$1,117,602,000, a gain of $8,779,000 during 
the period. 





Uses Service Life 


(Continued from Page 3) 
ceeds paid as a life income under 
an installment refund annuity. The 
amount of income again depends 
on the age of the beneficiary at the 
time of the claim. It provides 1.1!- 
ther that if the principal bene- 
ficiary does not live to receive to! al 


payments aggregating the fac: 
amount of the policy the balance 
of those payments, at the same 


rate, will be paid to the contin- 
gent beneficiary, otherwise by !aw 
in the sequence explained ,7re- 
viously. 

If the beneficiary is thirty or over at 
the time of ,the claim, proceeds will be 
paid as a life income with either ten 
vears certain or on the installment re- 
fund basis. 
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... Big Idea Man- 


Bill Blodgett started with almost everything that makes 
a good salesman—personality, imagination, ingenuity, 
instinct. But for a long time he has made a bare living while 
other men, less favored, have gone farther with less effort. 

Bill’s trouble is ideas . . . He has too many of them, too 
often. Every few weeks he adopts a new one, starts with 
shining confidence, ends in disillusioned fatigue. 

In this day of crowded hours and hard-to-see prospects, no 
sensible salesman ignores successful experience. And planned 
selling, based on successful experience, saves shoe leather, 
heartache and lost opportunities. 

Our own records are evidence enough that planned selling 
pays big dividends to AZtna agents. 

A2tna selling plans are not office written, but field worked, 


trial and error tested by thousands of calls in collaboration with 





the Company’s most successful salesmen before they are offered 
to Aitna agents. And the A‘tna man who faithfully learns and 
follows the proven programs wastes fewer calls, gets more 
attention and interest, writes more and larger policies than the 
average salesman on his own! 


Esrate Control, for instance, is an invaluable service to every 


lg i 
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policy holder, makes old clients new prospects, converts Group 
holders into individual policy prospects, makes the already insured 
want more insurance. 

The Business Insurance Generator not only shows a business 
man how insurance can be a business asset—but fixes the requisite 
amount of insurance and the program for its use. 

With these two programs, AEtna agents today are selling more and 
larger policies than they ever did before. 

We think that planned selling has something to do with the fact 
that the average Life policy in A2tna is in the top brackets. 

But perhaps the most satisfactory thing about tna sales plans 
is that by intelligent use, every AZtna salesman can sell himself! 

And what better evidence does any good salesman need? 


TNA LIFE INSURANCE CO. AFFILIATED COMPANIES: 
The Atna Casualty & Surety Company 
HARTFORD, CONNECTICUT The Automobile Insurance Company 


The Standard Fire Insurance Company 
of Hartford, Connecticut 
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RECONVERSION NOT AFFECTING 
GROUP LIFE MUCH 
Relatively little effect on the Group 
life insurance of the country to date 
has been by the Institute of 
Life Insurance as a result of the dislo- 
cations of the reconversion period. In- 
stitute says there is at least 33% more 
of this type of protection in force than 


noted 


at the start of the war. 

At the start of this year there was 
$24,446,000,000 of Group life in force on 
13,410,000 workers in 41,000 concerns. 
That compares with $15,382,000,000 on 
10,800,000 workers in 1940. During the 
first half of 1945 nearly $60,000,000 addi- 
tional Group life was purchased under 
new contracts with employers. 

Beginning with V-E Day and increas- 
ing in amount following V-J Day, there 
was some reduction in the size of certain 
Group life insurance contracts in force, 
due to the cut-backs in war production 
industries. There were a few contract 
cancellations in cases of concerns en- 
gaged in war production, which went out 
of business immediately upon the end of 
the war, but other than these practically 
no contract cancellations have been re- 
ported. 

The cut-back reduction in insured 
workers has been felt only in the pol- 
icies on war industries. Some insurance 
companies, with relatively few such pol- 
icies, have had no reduction in their 
total Group insurance, although other 
companies, whose policies were exten- 
sively in such fields as aircraft and mo- 
tors, have had a reduction of 10% to 
15% in total insurance of this type out- 
standing. 





VOLUNTARY PRESS CENSORSHIP 

Byron Price, director of censorship, 
paid a deserved tribute to the excellent 
job of voluntary censorship by the press 
generally when he made his final state- 
ment terminating the work of the office 
of censorship. For the record it should 
also be noted that the insurance press 
was especially cooperative in its han- 
dling of insurance matters bearing on 
the war. Sources of information in ma- 
rine insurance, reinsurance circles, casu- 
alty insurance and fire insurance engi- 
neering were protected by the strictest 
confidence on the part of insurance 
newspapers. Nothing except general in- 
formation, not of value to the enemy, 


was printed in reference to the great 
participation of the fire and casualty 
companies in the aid they gave the 
Government in preventing fires and acci- 
dents in industry. The detailed story of 
that participation will make dramatic 
reading when it is finally made public. 





TIP ‘TO LASKI 

The British Labor Government, which 
went into power in the last general 
election there, has been considerably 
embarrassed by the public statements of 
Prof. Harry Laski who has been talk- 
ing in speeches or over the radio, or 
indulging in some other form of pon- 
tifical discussion, ever since the election. 
Unfortunately, so extensive has been 
quotage from him in American news- 
papers that many persons in this coun- 
try regard him as the spokesman for 
the British Government. In reality he 
is merely voicing a radical but unoffi- 
cial point of view. 

In current issue of Saturday Review 
of Literature, Bennett Cerf in his 
column narrates a conversation between 
Laski and Bevan (an outstanding figure 
in British Government). Laski asked 
Bevan what he could do to help the 
Government. Bevan is quoted by Cerf 
as replying: “You can keep quiet.” 





Mrs. Bernadette C. Allin, associate of 
the Fred T. Jordan, home office agency 
of Union Mutual Life, Portland, Me., 
has been elected treasurer of the local 
chapter of the Zonta International. 

x * * 


E. H. Conarroe, associate manager, 
Policyholders Bureau, Metropolitan Life, 
recently received the Leffingwell medal 
for his contribution in the field of scien- 
tific office management. The presenta- 
tion was made by R. H. Steubling, retir- 
ing president of National Office Man- 
agement Association, at a meeting of 
the New York Chapter at the Hotel 
Belmont Plaza. The award was estab- 
lished by the late William Leffingwell 
and is an annual presentation. 

* * * 


A. E. Leach of the Phoenix Mutual’s 
Providence agency has been with that 
company thirty-five years. With the 
Providence Life Underwriters Associa- 
tion he has been a member of the board 
of directors and of the law and legisla- 
tive committee. He has qualified eight 
times for his company’s Half Million 
Club. 
















CAPT. JOHN O. COLE 


Capt John O. Cole, vice president and 
secretary, Stewart, Hencken & Will, Inc., 
New York insurance brokers, was paid 
a tribute last Saturday night by the 
Montclair, N. J., police reserves and 
deputy police for his leadership of these 
organizations during the war years. 
Occasion was the outing and dinner at 
which Montclair police and fire depart- 
ments were represented as well as some 
sixty members of the police auxiliary. 
On behalf of those present J. Vincent 
O’Neill, manager, Port of Authority 
branch, National City Bank, gave Cap- 
tain Cole a silver dish which will be 
suitably inscribed. A number of New 
York insurance brokers have been mem- 
bers of the Montclair nolice reserve in- 
cluding G. Foster Sanford, Preston 
Kelsey, Francis Nelson, Jr., Lawrence 
W. Sanders, Ford G. Keeler; also, 
Woodford Rhoades, insurance advertis- 
ing man; H. C. Freeman and Carl 
Huber, Bankers National Life; Alex 
Query, Jack Woods and Kenneth Mac- 
Iver, Prudential; Wheeler H. King, New 
England Mutual; J. F. King, Mutual 
Life of New York, and Eric G. Ellis, 
of W. H. McGee & Co., Inc. Wallace 
L. Clapp, associate editor, The Eastern 
Underwriter, was chairman of the 
party’s committee on arrangements. 

: = ot 


Lt. Frederick D. Gardner, USNR, has 
received his discharge from the Navy 
and has returned to Portsmouth, N. H., 
where he is proprietor of the Gardner 
Insurance and Real Estate Agency. Mr. 
Gardner was commissioned in May, 
1943, and has seen active duty in the 
Atlantic and Caribbean areas. Recently 
he has been stationed at Norfolk, Va. 
He is a former vice president of the 
New Hampshire Insurance Agents As- 
sociation, and was president of the 
Portsmouth Chamber of Commerce 
when he entered the service. He is also 
. aged of the Rotary and Country 
clubs. 


* * * 


L. Douglas Meredith, vice president, 
National Life of Vermont, who was re- 
cently invited to become a member of 
the construction and civic development 
department committee of the United 
States Chamber of Commerce, has re- 
ceived an additional invitation to serve 
on the subcommittee on home and mort- 
gage finance. Mr. Meredith has accept- 
ed the invitation, the work of this com- 
mittee being identified closely with in- 
terests which he already has in guiding 
ae investment policy of the National 

ife. 






















LT. COM. W. T. EARLS 


William T. Earls, peacc-time head of 
the Wm. T. Earls agency, Connecticut 
Mutual, Cincinnati, who has been in the 
Navy since 1942, has been promoted to 
the rank of lieutenant commander. 
Stationed at the U. S. Naval Academy, 
Annapolis, Lt. Commander Earls_ has 
been serving as personal affairs officer 
to Navy officers and men and as a fi- 
nancial advisor to midshipmen. He has 
also organized and taught a course in 
management of personal finance and 
personal affairs for the prospec‘ive ofl- 
cers in the regular Navy. 

* *k x 


Douglas W. Orr was elected a mem- 
ber of the board of directors of the Se- 
curity Insurance Company of New 
Haven at a meeting of directors, Octo- 
ber 12. Mr. Orr is one of the promi- 
nent architects of the country, being a 
member of the board of directors of the 
American Institute of Architects. He 
has been connected with financial in- 
stitutions in New Haven for some time, 
being a member of the board of direc- 
tors of the First National Bank and 
Trust Company and a trustee of the 
New Haven Savings Bank. 

* * * 


E. Asbury Davis, president of the 
United States Fidelity & Guaranty Co, 
and James P. Graham, Jr., Baltimore 
general agent for the Aetna Life Insur- 
ance Co., are the insurance representa- 
tives on the executive committee for the 
Victory Loan campaign in Maryland. 

ia 

C. V. Starr, head of the Starr Group 
of insurance and other interests, is now 
in Shanghai. In addition to his numer- 
ous insurance activities he is publisher 
of a Shanghai daily newspaper, which 
the Japs took over during their occupa- 
tion but is back in Mr. Starr’s control 
again, 

a. a: 

Timothy W. Foley, president of Life 
Managers Association of Greater New 
York has been appointed chairman of 
the Life Insurance Agencies Grou; in 
connection with the New York Natiozal 


War Fund. 
x * 


Orra S. Rogers, for many years gen- 
eral agent of Phonix Mutual Life here, 
and formerly prominent in Life Under- 
writers Association of: City of New 
York, signed a contract with the com- 
pany forty years ago, and althoug!: he 
has practically retired from life insut- 
ance business this contract is still in 
force. He spends the winters in Fort 
Pierce, Fla., where he has a fruit grove, 
and his summers in Long Lake, N. Y. 


Wi 
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Home’s New Educational Department 

The Home Insurance Co. has opened 
an educational department which occu- 
pies the entire nineteenth floor of the 
building at 60 John Street, New York. 
There are one large class room and four 
or five smaller ones. The environ is 
unusually attractive. Director of this 
new department is J. A. Carruth, who 
for some years has been in the field for 
the Home in North and South Carolina. 
After attending the University of 
Georgia for a year he went into the 
Army in the first World War, and upon 
his return from the service he joined 
the South-Eastern Underwriters Associa- 

















dent Truman’s principal assistants, gave 
a talk on public relations. 

The group was also addressed by 
William Cobb, vice president, Albert 
Frank-Guenther Law, Inc., on general 
subject of advertising. Mr. Cobb covered 
various advertising technics; manner 
in which advertising is created and the 
various methods of the use of adver- 
tising as an adjunct to sales promotion. 

William S. Crawford, insurance edi- 
tor, New York Journal of Commerce, 
spoke on the history and operations of 
the National Board of Fire Underwriters 
and also stressed some of the contribu- 
tions which Home men had made to the 
National Board’s founding and progress. 

refresher course has been set up 
by the new educational department to 
cover a period of five weeks and will 


A Letter From Leonard Gardner, 
Manila 


Leonard Gardner, former counsel of 


the New York State Insurance Depart- 
ment, who accompanied Louis Pink, 
former Superintendent, to Manila where 
they engaged in advising the 
Philippine Government relative to oper- 
ations of insurance companies there, 
remained in Manila after Mr. Pink’s 
return to the States, and will be there 
for some time. I have an interesting 
letter from Mr. Gardner, sent from the 
offices of the President of the Philip- 
pines, and it reads as follows: 

“We had a wonderful airplane trip 
over. Left San Francisco 7:30, Sunday 
night and arrived in Manila, Wednes- 
day afternoon about 5 o’clock, and lost 
one day crossing the dateline. We only 
stopped four times at Honolulu, Johns- 
ton Island, Kwajalein and Saipan. We 
came over on a C-54. It was very com- 
fortable and I enjoyed every minute of 
the trip. You see a lot of ocean. Also, 
we saw a great many American ships 
and, thank God, no Japanese ships. 
Some people might get tired of just 
looking at the water and dozing off and 
reading. I didn’t. 

“When we arrived in Manila we had 
to clear with the Army and drove from 
Nichols Field to General Headquarters. 
We then first viewed the ruins of 
Manila which are terrible. It is heart- 
breaking to see a_ beautiful building 
crumbling in the dust. You can’t de- 
scribe it. You must see it. We were 
put up the first night at the very famous 
Manila Hotel. The back part of the 
hotel was destroyed and there was no 
window in our room. Cannon shots had 
made holes in the bathroom. The next 
day we reported at Malacafian or White 


were 





Group of First Class 


tion with which organization he was 
until he joined the forces of the Home. 
The new educational department of 
the Home was opened by an address de- 
livered by President Harold V. Smith 
Home Insurance Fleet. In ad- 
dressing the group of men constituting 
the first class he explained the pur- 
poses and benefits hoped to be derived 
from the organization of this depart- 
ment and said that the entire project 
has been carefully planned as an insti- 


of the 


tution of opportunity rather than what 


might be ordinarily termed a 


“school.” 
President Smith was followed by 
istant Vice President H. A. Payne 


vio discussed some of the advantages 
that the courses will offer. Kenneth 
Dunshee, public relations director, out- 


d the history of the Home, espe- 
ally relating to the character and 
‘ce of the men who had laid the 
foundations for and carried on the 
perations of the company throughout 
years. Among other things he made 
point that history making is not a 
ing of the past; that it is the younger 
1 of the company who will determine 
ely the success achieved and history 
de in the future. 
George E, Allen, vice president of the 


Home, and who is liquidator of Govern- 
ment agencies as well as one of Presi- 


Brown Bros. 


Brown Bros. 


Lounge and Reception Room 


be conducted on a rotating basis so that 
new members may join the classes at 
any time and continue until they have 
completed all of the subjects. Advanced 
classes concerning various phases of the 
insurance business are provided for 
those who wish to continue in special 
lines upon completion of the refresher 
course. 

The physical arrangements of the edu- 
cational department were designed for 
the specific needs of the various classes 
and lecture courses. These quarters 
contain, in addition to the assembly and 
classrooms, a library, a lounge and ter- 
race. No effort has been spared to equip 
the entire organization with all of the 
latest practical means to conduct the 


educational courses contemplated. The 
main rooms and assembly hall are 
decorated with attractive displays of 


interesting documents, signs and prints 
pertaining to the Home Insurance Co.’s 
history. 

Lecturers include many executives, 
department heads and home office un- 
derwriters of the Home Insurance Fleet. 
Some outside lecturers are Prentiss B. 
Reed, James T. Dargan, Jr., and William 
L. Mortimer, independent adjusters; 
W. E. Hill, secretary and P. M. Win- 
chester, general manager, Fire Com- 
panies Adjustment Bureau; and Senator 
A. Kaplan, insurance lawyer. Ugo Guer- 
rini, general manager, AFIA, also will 
give a lecture. 





House of the President here and they 
had requisitioned a house adjoining 
Malacafian for the American advisers. 
Eight American advisers live in a house 


and about forty other American and 
Philippine Government officials mess 
with us. We have the regular Army 
mess. 


“We were given an office in the Fi- 
nance building. The Japs and our Army 
fought from room to room in the build- 
ing. As I sit dictating this letter I can 
look out through my window and see 
ruins everywhere. Just behind my win- 
dow I see a home made out of tin that 
was on the roofs of destroyed homes. 
There is something very heroic about 
the way the people have built homes 
and shacks with tin and other materials 


taken from the ruins. Also the very 
happy outlook they maintain in spite 
of all their difficulties. 


“We ride to and from our office in an 
Army jeep. 
transportation. Coming to and from our 
house to the office we pass General Mac- 
Arthur’s headquarters. Doug is the idol 
of the Filipino people. He addressed a 
joint meeting of the House recently 
and Mr. Pink and I had ringside seats. 

“In our work a recent newspaper had 
headlines ‘39 Insurance Companies Re- 
licensed.’ Mr. Pink departed recently 
and I am going to stay until the job 
is done which I hope will be about 
January 1. The Japs played a number 


Outside of this we have no ~- 





of tricks while they were in Manila. 
One of them was to flood the country 
with what is now called ‘mickey mouse’ 
currency. I enclose a sample. This cur- 
rency depreciated in value and many 
contracts were made during the Japan- 
ese occupation in the Philippines. In 
order to reorganize some _ insurance 
companies we are going to have to fig- 
ure out what can legally be done with 
this situation. 

“Recently, President Osmejia had all 
of the American insurance and banking 


advisers for dinner in Malacajian Pal- 
ace. We had ‘lechon,’ which is roast 
pig. Philippine cooking is wonderful 


and before the war these people lived 
a very pleasant and comfortable life. 

“Through the courtesy of the Army 
and Navy, officers that we met here, 
Mr. Pink and I were able to take an 
eight-hour airplane ride all over the 
Philippine Islands passing over Cebu and 
Iloilo. Then we were able to go ap to 
Tarlac and saw a 40,000-population city. 
Every part of the Philippines was 
bombed. Havoc is everywhere in the 
cities and towns. 

“Much of our pleasure here has been 
due to the fact that at American bar 
conventions I met a lawyer from New 
Orleans, named Wm. A. Porteous, Jr. 
When we arrived, ‘Billy’ heard we were 
here and called upon us. He is now the 

captain of a Navy ship in the harbor of 
Manila with the rank of lieutenant- 
commander. He has been in the service 
for more than two years. He proved a 
God-send to Mr. Pink and me because 
he invited us for dinner, to spend the 
night and for a ham and egg breakfast 
about once a week. Also, we were for- 
tunate enough to get him to furnish the 
transportation to take us to visit a 
20,000-acre ‘hacienda’ (ranch to you) 
where we went wild game hunting. In- 
cidentally, Billy’s law firm is Porteous, 
Johnson & Humphrys, American Bank 
3uilding, New Orleans. 

“When I finish here I plan to go to 
Shanghai and Peiping, if China will be 
open to tourists. Then, to Tokyo if 
General MacArthur will let Americans 
in. Then to Vladivostok and across the 
trans-Siberian railroad to Moscow pro- 
vided ‘Uncle Joe’ Stalin will let Ameri- 
cans cross his domain. Then a visit to 
Norway and Sweden and return to New 
York. After that I shall practice law 
in Washington, D.C., where my home 
address will be Lanham, Maryland. May 
go to Australia and look it over. 

vil just like a GI out here; am 

im just like a ut here; a 
anxious to receive mail from my friends. 


Address is Special Insurance Adviser 
to the President, Malacafian, Manila, 
APO 500, care Postmaster, San Fran- 
cisco. Please give my regards to our 
mutual friends. 

“Incidentally, I am continuing my 
mae of practic al politics here. The 
U. A. has been promising these peo- 


ple a ten 3 nce since 1898. They have 
set their heart on it for July 4, 1946, and 
I hope our Congress does not try de- 
laving it. Since arrival, I have read 
many books on the Filipinos who are 
most likeable people. I have met some 
very interesting Chinese also. 

“We celebrated the Jap surrender on 
a ship in the harbor. I was looking at 
an outdoor movie when a flash came 
over that the Japs were agreeing to the 
Potsdam declaration.” 

* * * 


Leger Back in France 


Francois Leger, head of the foreign 
department of the Phoenix of France, 
who has been visiting the United States 
as a representative of the French Fed- 
eration of Insurance Companies, has re- 
turned to France by aeroplane. The 
Phoenix Group is one of the old-estab- 
lished insurance organizations of France. 
Its fire company is 120 years old; and 
its life company is 100 years old. 

\mong insurance men seen by Mon- 
sieur Leger while in New York City 
Frank A. Christensen, president, 


were 
and W. E. Mallalieu, general manager, 
National Board of Fire Underwriters; 
J. Dewey Dorsett, general manager, 


Association of Casualty & Surety Ex- 
(Continued from Page 30) 
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Smiley Sums Up IAC 
Purposes in Address 


PRESIDENT DELIVERS REPORT 
Calls V-E and V-J Lames Policies Ever 
Written; Lauds Work of Leaders 


of Conference 


Ralph W. Smiley, superintendent of 
publicity, Royal-Liverpool Group, in his 
annual address as president of the In- 
surance Advertising Conference, meet- 
ing at the Hotel Roosevelt, New York 
City, October 17-18, summed up_ the 
purposes of the conference in one short 
sentence when he said: “We are seeking 
new ways and better ways to make ac- 





Kaiden-Kazanyian 
RALPH W. SMILEY 


vertising, publicity and public relations 
the strong forces they should be in the 
insurance business.” 

Mr. Smiley opened the first session 
with short, introductory remarks, and 
later on at the same session, delivered 
his presidential report. In his opening 
remarks, Mr. Smiley said that all of the 
members may have found their work 


much heavier of late, but that their 
spirits were lighter. He continued: 
“Since our January meeting, world 


destinies have been changed by issuance 
of the two largest insurance policies in 
recorded history. With the simple form 
letters V-E and V-J, those contracts, 
bearing the signature of the United 
Nations, undertake to protect the very 
foundations of a war-torn civilization 
against perils so devastating as to beg- 
gar description. Let us never forget the 
staggering premiums which had to be 
paid before these two long-term policies 
—perpetual policies we hope—could be 
countersigned and delivered. 
Did Magnificent Job 


“Speaking more literally, fire and cas- 
ualty insurance, along with all other 
forms, went to war and did a magnifi- 
cent job. The who, how and where, if 
widely publicized, might be 
preted as a boastful recital—yet I some- 
times wonder whether, without violating 
proprieties, a little more light might 
have been permitted to shine out from 
under the bushel. However that may be, 
our present and future work projects 
relate to helping insure the peace and 
the peace-time reconstruction program.’ 

In his presidential message, Mr. 
Smiley reported that the membership is 
now 116—44 A members, 6 B members, 


(Continued on Page 33) 


misinter- . 


Fred J. Cox Continues as 


Public Relations Chairman 
Fred J. Cox, Perth Amboy, former 
president of the National and New Jer- 
sey Associations of Insurance Agents, 
who, for the past three years had served 
as chairman of the New Jersey Asso- 
ciation’s public relations committee, has 
been reappointed to that post. In an- 
nouncing Mr. Cox’s acceptance, Charles 
H. Frankenbach, Westfield, new  presi- 
dent of the association, announces the 
membership of the committee as follows: 

George J. Borgos, Kearny; Wesley R. 
3raunsdorf, Westfield; Edgar H. Ellis, 
Paterson; Joseph P. Fleming, Trenton; 
Emil C. Hessert, Jr., Camden; George 
I. Jamison, Bloomfield, 


Phoenix Snes Roberts 
Marine Supt. at Boston 


The appointment of James E, Roberts 
as superintendent of The Phoenix-Con- 
necticut Group's inland marine depart- 
ment service office for eastern Massa- 
chusetts, Rhode Island, Maine, New 
Hampshire, and Vermont is announced 
by Vice President Lee R. Ross. Effec- 
tive November 1, Mr. Roberis will have 
headquarters at 40 Broad Street, Boston. 

Mr. Roberts is a native of New Eng- 
land and a graduate of Middlebury Col- 
lege. For several years he traveled the 
New England field as an adjuster and 
later as an inland marine special agent. 
He resides with his family at Rockport, 
Mass. 


Beling Stresses Role 

Of Agency Management 
VITAL AID TO PRODUCTION 
Tells IAC Producers Need Efficient Line 


Records, Phone Service, Collec- 
tions, to Meet Competition 








Every operation inside an agency is a 
productive activity, including operations 
of agency management, Oscar Beling, 
superintendent of office systems of the 
Royal-Liverpool Group, said when 
speaking before the annual meeting of 
the Insurance Advertising Conference 
in New York this week. He stated that 
relations between an agency and its 
clientele, including those pertaining to 
production, files, policywriting, letter- 
writing, telephone service, accounting, 
collections and other matters, are all 
part of service to the public and all 
must be efficient if clients are to be re- 
tained against the competition of other 
agents. 

Advertising is merely the spade work 
in connection with building agency pro- 
duction, said Mr. Beling. This must be 
followed by a definite production pro- 
gram linked closely with an efficient, 
carefully planned office procedure geared 
to make good on the agency’s promises 
to its present and prospective clients. 

To back up the sales staff and its or- 
ganized activities an agency must have 
an efficient and well coordinated plan of 
procedure designed to service and re- 
cord business properly and to help pro- 
vide leads for additional coverage, Mr. 
Beling told the IAC 

In his address Mr. Beling devoted 
special attention to line records and 
surveys, 

“Line records serve two purposes,” he 
said, “First, they act as reference rec- 
ords from which clients can be promptly 
advised on the current status of their 
insurance protection. The speed with 
which this information can be produced 
is an important determining factor in 
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BIG BOOM FOR YOUR AGENCY 


There’ 


s a nationwide building boom already in motion. 


eeasia broken. Foundations laid. New homes. Watch 
them begin to spring up everywhere. 


The time to get this business is while plans are on 
paper. So watch newspaper items. Keep in touch with 
all local contractors and builders. 


And use “Springfield Group Service” 


to help you cul- 


tivate current opportunities and bring a real boom in 


business to your agency. 











THE SPRINGFIELD GROUP 


W. B. CRUTTENDEN, President 


SPRINGFIELD FIRE & MARINE INSURANCE COMPANY 


CONSTITUTION DEPARTMENT 


SENTINEL FIRE INSURANCE COMPANY . 
MICHIGAN FIRE & MARINE INSURANCE COMPANY 
NEW ENGLAND FIRE INSURANCE COMPANY 


SPRINGFIELD, MASS. 
SPRINGFIELD, MASS. 
SPRINGFIELD, MASS. 

DETROIT, MICH. 
SPRINGFIELD, MASS. 


OF FIRE INSURANCE COMPANIES 











‘Underwood at Columbus, 


building an agency’s reputation as 4 
service organization. The second pur- 
pose of line records is equally essen ial, 
It has been said frequently that ‘ihe 
best prospects are the present custom- 
ers.’ Line records implement this theory 
by showing what has been written and 
therefore, by simple analysis, what 
should be written. This is in direct line 
with the modern method of selling in- 
surance—the presentation of a com) lete 
plan of protection to every worthwhile 
account, 

“The best test of the merit of a ‘in: 
record set up is its ready, availability, 
ease of filing and maintenance, and ac- 
curacy and extent of information, One 
of the most popular forms of line 
records—known as the line folder plan— 
is believed by an increasing number of 
agents to meet these requirements, The 
plan is based on the principle of alpha- 
betical filing of daily reports combined 
with line records. Filing daily reports 
by insureds’ names is considered most 
practical because the key to past or 
present transactions of any _ business— 
including that of an insurance office—is 
the name of the customer, 

“An insured knows his own name but, 
almost invariably, he does not know the 
name of his insurance carrier, his policy 
number, or expiration date. He looks 
to the agent as his insurance man, ob- 
ligated to maintain accuratcly all requi- 
site records. On the other hand, an 
agent building his primary production 
records around the names of his cus- 
tomers is able to consult those records 
more promptly and without referring to 
any intermediary books or cards. 

“The mechanics of the plan are fairly 
simple. A folder is designed to show on 
its filing face a brief listing of the lines 
written. One of the folders is assigned 
to each insured’s account and in the 
folder are filed all daily reports for that 
insured regardless of class of bus'ne’s 
The line record information of the face 
of the folder is reduced to essentials 
as the daily reports— exact and com- 
plete copies of the policies—are right in 
the respective folders.” 

“The folders, when arranged alpla- 
betically by customers’ names, can be 
filed quickly and as quickly found be- 
cause the insured’s name is almost al- 
ways known when it becomes necessary 
to locate a daily report or obtain other 
data on an account. Relative correspon- 
dence is also filed in the respective fol- 
ders as well as engineering reports, sur- 
vey material and any other data per- 
taining to individual accounts. As a re- 
sult, the line folder plan results in a 
‘case history’ for each customer’s ac- 
count—a centralized and complete record 
of everything relating to that custom- 
er’s insurance problems.” 


Conick and Jacobs Named 
NAIA Meeting Speakers 


Two speakers have been announced 
for the general session, Tuesday after- 
noon, October 23, of the National Asso- 
ciation of Insurance Agents annual 
convention in Chicago, October 21-24. 
They are Whipple Jacobs, president, 
Belden Manufacturing Co., Chicago. 
and Harold C. Conick, United States 
manager, Royal-Liverpool Group, New 
York. Mr. Jacobs is, in addition, a mem- 
ber of the board of governors of the 
National Electrical Manufacturers As- 
sociation and industry vice president of 
the Chicago Association of Commerce. 


Ohio Tax Law Goes 
Before Federal Court 


United States District Judge M. 6. 
oO: has en- 
joined the Ohio Insurance Superinte yf 
ent temporarily from revoking the 
censes of the Aetna Fire Group ae 
panies for failure to pay a 242% tax 
on their Ohio premiums. A hearing will 
be held October 22 to decide if a re 
quest for a permanent injunction should 
be submitted to a three-judge Federal 
court. The companies claim the tax 'S 
a discrimination against interstate com 
merce. A petition also states that the 
Ohio tax on out of state insurers was 
greater than on Ohio concerns. 
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Jove Advises Ad Men 
To Use Simple Terms 

ADDRESSES IAC I IN NEW YORK 

Sees Technicalities Removed from Poli- 


cies; Says Newspaper Technique 
in Ads Is Accepted 


nticipating the day when the insur- 
ance policy itself will be a contract ex- 
pressed in simple terms with technicali- 
ties omitted or explained in simple lan- 
ouave, Arthur Joyce, advertising mana- 
ger of the Insurance Co. 
America, 


of North 
advised the advertising men 


Phillips Studio 
ARTHUR JOYCE 


to simplify the language of their ad- 
vertising, in his address before th: 
Insurance Advertising Conference in 
New York City, October 17. His sub- 
ject was: “Let’s Cut Out $64 Words in 
Insurance Advertising.” 

He said that the people the advertis- 
ing men are trying to reach in their con- 
sumer advertising are “plain Joe Smith 
and Mary Murphy,” who, with millions 
like them, “are the backbone of the na- 
tion’s fire insurance business—the bread 
and butter end of the business—the de- 
pendable, year-after-year business, that 
helps to pay the agent’s overhead—that 
forms a basic income structure for the 
companies.” 

Such people, he said, are among the 
vast 80% market of American home 
owners who “haven’t a nickel’s worth of 
liability insurance outside of some lim- 
ited coverage on their automobiles. And 
one reason most of them don’t have cas- 
ualty insurance, I believe, is because 
they don’t know what it means.” 

Pictures Commonplace Hazards 

He said that when his own group of 
companies advertises the comprehensive 
personal liability cover, it pictures com- 
monplace hazards covered by the policy, 
referring specifically to this kind of 
Protection and that kind of protection, 
and he said it is surprising how many 
loe’s and Mary’s have gone to agents 
ot the companies with magazines in 
their hands and asked for this kind of 


(Continued on Page 28) 





Employes Held Important Factor in 
Building Good Will for Insurance 


“oreatest 
unused, 


Effective utilization of the 
potential, and as yet largely 
public relations asset which this business 
possesses, its own employes” was urged 
strongly by George G. Traver, member 
of the National Board of Fire Under- 
writers public relations department, 
when addressing the Insurance Adver- 
tising Conference at its annual meeting 
in New York City this week. Holding 
that insurance is a business of quasi 
public nature like the public utilities 


and pointing to the success the utilities 
have had in building good-will through 
their employes Mr. Traver said “it seems 
reasonable to expect that we, too, may 
expect gratifying results from bringing 
our employes into a key spot in our 
program. 

“Tt seems to me that the public rela- 
tions viewpoint must be an integral part 
of all the employe relations activities 
of a company,” he continued. “A public 
relations’ slant must be given to all 
educational and formal training activi- 
ties. Increasing an employe’s knowledge 
of his job and of the business in itself 
has public relations’ value because he 
more efficiently performs his work but 
there must be a definite direction given 
to his training if we are to expect him 
to become an active ambassador of 
sood will for the business and that is 
what we need. It isn’t so much a matter 
of doing something entirely new as of 
putting a new emphasis on things we 
may already be doing.” 


Survey of Insurance Companies 


Since joining the National Board Mr. 
Traver has made an exhaustive survey 
of fire insurance company home offices 
to find out what is being done to bring 
employes into the public relations jic- 
ture. In presenting his reactions to this 
survey he said: 

“Tt is my humble opinion that as yet 
—the property insurance business hasn’t 
begun to scratch the surface in effec- 
tively using its own employes to inform 
the public about itself and to create 
that good will and sympathetic under- 
standing which is essential to a ernest 
so closely identified with the public i:- 
terest. Except perhaps in lechana 
cases we have not as yet organized and 
put into operation a positive program 
aimed to inculcate a sense of individual 
responsibility on the part of each em- 
ploye—and to train him or her—to in- 
telligently act as an ambassador of goo] 
will—a symbol of the business, if you 
will—in the larger or smaller sphere 
of contact and influence which each em- 
ploye commands.” 

In previous business connections Mr. 
Traver had for years opportunities to 
watch development of employe programs 
in public relations work. He is con- 
vinced and enthusiastic over the results 
that can be obtained through intelli- 
gently planned training programs 
“whether the objective be the acquisi- 
tion of a skill, the indoctrination of an 
attitude or idea, or the mere dissemina- 
tion of factual information. 

“Tt is true that a number of insurance 


companies have carried on extens've 
training and informational programs— 
some of them over many years. In gen- 
eral, however, these programs have been 
devoted to broad survey courses, to 
technical instruction for producers, or to 
some specialized phase of the business. 
There has been little or no emphasis 
upon the public relations responsibility 
of the employe—nor has there been a 
planned program to equip him to dis- 
charge this responsibility to his com- 
pany—and to the property insurance 
business in which he makes his liveli- 
hood. 


How Public Utility Employes Help 


“In sharp contrast is the long-estab- 
lished program of the public utility com- 
panies which has resulted in each indi- 
vidual employe becoming a booster not 
only for his company but for the indus- 
try as a whole,” Mr. Traver said. “The 
meter-reader not only is trained in the 
mechanics of his job but is instructed 
how to intelligently talk about the serv- 
ices of the company with the housewife. 
The repair man when he comes to fix 
your phone can talk to you intelligently 
and informatively about the phone busi- 
ness. And so—up and down the line of 
employes. The office worker—clerk or 
stenographer is encouraged to take an 
active part in community life—in church, 
civic, service, neighborhood and all types 
of local groups. He or she has been in- 
structed through a well-planned training 
program the things about the utility 
business that the public should know, 


“T feel that we in the property insur- 
ance business can very profitably cut a 
page from the book of experience of the 
utility industry in the matter of employe 
participation in our public relations pro- 
gram, 

_“A company official—formerly asso- 
ciated with a state rating bureau—told 
me the other day that in a five-year 
period that rating bureaus—in one state 
—had published approximately 1,600,000 
rates upon specific buildings and con- 
tents. Each rate meant that a_ per- 
sonal inspection had been made and the 
representative had an opportunity to 
talk with the property owners. Multiply 
that by forty-eight states. 

“Or, consider the millions of claims 
that are settled each year where either 
an adjuster from a company or one 
of the adjustment bureaus maintained 
by the companies has personal contact 
with the assured who has suffered a 
loss. What an opportunity to create 
good will. 

“And we might go on multiplying offi- 
cial contacts—in person, by phone, by 
letter—each and every one offering an 
opportunity to create either good will or 
resentment for the company—and for 
the business. Are we taking full ad- 
vantage of these opportunities ? 

“Add to that the daily personal con- 
tacts of the thousands of employes of 
the companies and the service organiza- 
tions which they maintain—all offering 
opportunity to create public understand- 
ing and good will toward the business 
and you can estimate the tremendous 

(Continued on Page 28) 








Doremus Asks Study of 
Marketing Techniques 


WOULD ASSIST AD PROGRAMS 





American Vice President Says Good 
Public Relations Cannot Be Di- 
vorced from Marketing Plans 
In order that insurance public rela- 
tions programs may achieve desired 
goals it is essential companies find out 
what their agents think of the business 
and company methods of operation, Vice 
President Frederick W. Doremus of the 
American of Newark told members of 
the Insurance Advertising Conference 
at their annual meeting at the Hotel 





FREDERICK W. 


DOREMUS 


Roosevelt in New York this week. 
When companies know what their own 
customers, the agents, think, then the 
public relations program can be directed 
to them and ultimately to their custom 
ers, the policyholders, he said. 

“Some companies have conducted in- 
dependent research to learn the opinions 
of agents,” continued Mr. Doremus. 
“Others have combined such research 
with investigation into marketing meth 
ods and procedures. This latter type of 
research is definitely a part of public 
relations and it ties in with the adver- 
tising program. Good public relations 
cannot be divorced from marketing; 
therefore, we might critically review our 
marketing techniques before we de- 
velop advertising in support of a a 
lic relations effort.” 


Would Make Study of Agents 


After telling briefly how other lines 
of business survey the country to as 
certain buying power by areas Mr. 
Doremus suggested that insurance com- 
panies “might first analyze each state, 
county by county, comparing present 
premium volume with potenti il premium 
available. A review of the insurance 
agencies in these areas classified by type 
developing answers to questions dealing 
with future sales possibilities, underwrit- 
ing knowledge and agency management 
ability would be the next step. This 
classification highlighted with supple- 

(Continued on Page 28) 
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The Griphon, created by the Egyptians, combines the lion and 
eagle; a symbol of Wisdom and Superiority. The Seal of the 
Northern Assurance Company has for more than 100 years char- 
; acterized wisdom through Sound Insurance Protection. 
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Urges Public Opinion 
Survey of Insurance 


HELM TALKS TO NEBR. AGENTS 





Glens Falls Advertising Manager Pre- 
sents Forceful Talk on Improving 
Public Relations 





Replying to the question why agents 
should be interested in furthering a pub- 
lic relations program designed to tell the 
story of capital stock fire and casualty 
insurance to the public, Harry G. Helm, 
advertising manager of the Glens Falls 
Group, said this week: 

“If the program is a success you will 
be able to sell more insurance with less 
effort. Furthermore, when the _ public 
holds a better opinion of insurance and 
insurance companies, your business will 
be more stable and more free from at- 
tack. It will have the Protection of fa- 
vorable public opinion.’ 

Speaking before the annual meeting 
of the Nebraska Association of Insur- 
ance Agents at Omaha, Mr. Helm de- 
fined public relations as the “art of be- 
having well and getting credit for it. In 
order to get credit for behaving well 
propaganda, publicity and advertising 
are all used.” If insurance wants to 
survive, he said, first consideration must 
be to create satisfied and friendly cus- 
tomers who will stand as a_ bulwark 
against the attacks of politicians, pro- 
fessional grumblers and the public it- 
self. Unless insurance men can create 
friendly and favorable opinions of them- 
selves by action and words, they can 
hold no position in business or profes- 
sional life. 


Public Opinion Survey 


Success does not come by chance, said 
Mr. Helm. It is owed entirely to having 
satisfied some element in public opinion; 
some group or groups of individuals 
have been sufficiently impressed to re- 
ward men in business. To find out how 
the public is impressed with insurance 
he suggests that the business engage a 
public opinion expert to make a survey. 
On this subject Mr. Helm said: 

“Since the insurance business has been 
guided by personal opinion in the past 
and thereby has created many a bottle- 
neck to progress, I think that our first 
step is to purchase a comprehensive and 
exhaustive public opinion survey—one 
made by a leading expert in this particu- 
lar kind of work,” declared Mr. Helm. 

“When the findings of opinion re- 
search are known, then and only then, 
can we formulate a public relations pro- 
gram which will be effective. When, as 
and if we agree upon the things to say, 
to do and not to do, the support of 
every element in our business will be 
needed to make any program a success. 
Our chief tragedy of today is that we 
do not use the inherent power in our 
business which is not only strong enough 
to move mountains, but so powerful that 
it can—if harnessed properly—change 
and guide public opinion, a task much 
harder than the moving of mountains. 
You—the agents—are the ones who con- 
tact and really influence the public. 
Consequently, in any program designed 
to improve our public relations, you will 
be the most dominant and important 
factor. 

“When the actions of a business or 
industry are good, under prevailing con- 
ceptions of goodness, and when they 
are fully recognized, there is hardly any 
limit to the possibilities of success. But 
when a permanently unfavorable im- 
pression is created, when actions are 
unpopular and motives are under suspi- 
cion, the supporting public will sooner 
or later eliminate the offending busi- 
ness—either by direct action or by neg- 
lect. The SEUA case is an example of 
direct action, not for the purpose of 
eliminating the industry of fire insur- 
ance, but of modifying it. 

“Our first consideration is to create 
satisfied and friendly customers. To me, 
insurance is the proper and satisfactory 
delivery of money, or its equivalent, to 


HELM 


claimant against a 


HARRY G. 


a policyholder or to a 
policyholder. 
Results of 1943 Study 

“We now come to the question—have 
we created satisfied customers under 
this definition of capital stock fire and 
casualty insurance? In 1943 the Bureau 
of Advertising of the American News- 
paper Publishers Association made a 
national study of public opinion on gen- 
eral insurance, excluding life. Among 
other things, it was found that approxi- 
mately 17% of the people interviewed 
who had received claim payments from, 
or presented claims to fire or casualty 
companies, were dissatisfied with either 
the amount of money received or the 
way in which they had been treated. 
Every sixth claimant remembered and 
expressed dissatisfaction. If this sam- 
pling of public opinion gives a true pic- 
ture for the entire conutry, is it any 
wonder that our legislators who are the 
representatives of these dissatisfied and 
undoubtedly voluble claimants, are con- 
tinually seeking ways and means of 
placing statutory restrictions and safe- 
guards on fire and casualty companies? 

“Whether or not these complaints 
were, or are, justified, I do not know,” 
continued Mr. Helm. “Probably not, 
from the viewpoint of insurance and we 
could undoubtedly uphold our views in 
court. However, that is not the question. 
The important thing is that these com- 
plaints exist and because they do, we 
must realize that public opinion—right 
or wrong—must be faced and measures 
taken to change it. 

“If public opinion is wrong, we must 
scatter the explanatory facts as widely 
as possible so that it will become right. 
If we find that we are doing things in 
the wrong way, then let us take the 
necessary steps to change our method 
of operation and frankly tell the public 
all about it. 

“Every purchaser of 
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should be told that his property has 
three values—value in use, value in ex- 
change and actual cash value. 

“Value in use consists of the benefits 
which the owner receives from using a 
particular piece of property. From the 
viewpoint of the owner, an old piece of 
property—as long as it can be used 
economically and for a profit—is just as 
valuable as a new piece of property. It 
is this value in use which makes so 
many policyholders sincerely believe 
that they are entitled, through fire in- 
surance, to have new homes, new build- 
ings or new automobiles to replace those 
which have been destroyed. 

“Value in exchange is the amount of 
money for which a piece of property can 
be sold. 

“Actual cash value is the amount for 
which property is insured against the 
hazard of fire. This value—or sound 
value as it is often called by loss ad- 
justers—is established by determining 
the cost of replacing a piece of property 
or part of it and then deducting depre- 
ciation from it. At times, value in use 
and value in exchange, in addition to 
the usual wear and tear, enter into the 
figuring of depreciation. When actual 
cash value or sound value is determined, 
it is used as the basis for paying a loss. 

“The question naturally arises—why 
not insure value in use and make every- 
body happy, even though it would be 
necessary to charge a higher premium? 
There is a very good reason. 

“Some people, dissatisfied .with an old 
building or an old automobile, would be 
tempted to set fire to it and let the in- 
surance company pay for a new one. 
The number of planned losses would in- 
crease and so would rates. In fact, the 
cost of insurance would probably climb 
so high that many honest property 
ere would be forced out of the mar- 
et: 


Adjuster and Public Relations 


“We must not lose sight of the fact 
that money which is paid out by our loss 
and claims departments constitutes the 
largest public relations fund ever known 
in any industry and that the competent 
adjuster is, without question, the best 
public relations man we have. It is the 
adjuster who must live up to my defini- 
tion of insurance and see that money 
is properly and satisfactorily delivered 
to the insured. He must brush aside his 
own feelings when he gets a notice of 
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loss and get away from the attitude that 
here is just another job probably involy- 
ing somebody who wants to ‘crook’ the 
insurance company. 

“He must remember that a loss or 
claim is the biggest thing in the life of 
the policyholder and his family, and act 
accordingly. In many instances, sym- 
pathy and service are more important in 
the mind of the claimant than _ the 
money. If I had charge of the training 
of adjusters, I would teach them the 
fundamentals of selling and the prin- 
ciples of good public relations even be- 
fore the duties and responsibilities of 
adjusting were introduced to them. 


Possible Rate Changes 


“Public Law 15 will undoubtedly pre- 
cipitate a number of rate control laws 
and out of these may grow subsequent 
reductions in rates,” warned Mr. Helm. 
“These reductions may even develop on 
a competitive basis to see which state 
can save its citizens the most money in 
what they pay for insurance. [If our 
policyholders knew more about us, more 
about the theory of rate making and 
the importance of and the difficulties o! 
maintaining the solvency of an insurance 
company, we would have no cause for 
worry. But since we do not tell our cus- 
tomers these things, it constitutes just 
another example of our inadequate pub- 
lic relations program. 

“For the protection of all of us— 
policyholders, agents and companies— 
the theory of rate making should be 
made clear to every man on the street. 
He should be told that if he buys a dol- 
lar and a half hammer for seventy-five 
cents, it is his good luck, for a subse- 
quent bankruptcy by the hardware mer- 


(Continued on Page 31) 
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There is a time of planting and a time of 
harvest. 

Now, in this autumnal season, we can see 
about us the full harvest—so important 
in the winning of victory. These crops, so 
carefully planted, were harvested only after 
they had reached their full maturity. 

This planting and harvesting process can 
be, indeed should be, applied to the pur- 
chase and holding of Victory Bonds. 

Most Americans have invested their funds 
in U. S. Government Bonds, earmarking that 
money for a definite future purpose. To cash 
them prematurely, is to defeat the objectives 
for which they were purchased. 








When these bonds are cashed to make un- 
necessary purchases of goods under present 
conditions, the purchaser gets less for his 
money and dissipates funds intended for 
specific uses. 

Next time you think of cashing in your 
bonds—think of the day when you will get 
your money’s worth and more. Hold them 


and remember why you bought them. 
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SEEKS INSURANCE TO VALUE 





New Direct Mail Campaign for Agents 
Announced by North America; Ex- 
cellent Material Prepared 

\ new direct mail campaign for 
agents has been announced by Brad- 
ford Smith, Jr., vice president of In- 
surance Co. of North America. It is 
called “North America’s Star Cam- 
paign” and was designed specifically to 
assist. in selling full insurance-to-value 
to home-owners and home-renters. 

“The constantly rising value of every 
type of insurable property imposes an 
obligation upon both agents and com- 
panies to see that their customers are 
fully protected,” said Mr. Smith in his 
announcement to the company’s field 
men. 

“Many agents realize this, but have 
lacked not only manpower, but a com- 
plete plan or program of action. The 
campaign is our answer. The 
plan is made to order for an agent 
\.ho wishes to start a returned veteran 
as a solicitor.” i 
The six-point star used to identify 
the program is an exact reproduction of 
the Insurance Co. of North America’s 
first fire mark used to identify houses 
insured by the North America, the first 
stock fire and marine insurance com- 
pany, in 1794, 

The direct mail campaign is pre- 
sented in an accordion-folded file size 
portfolio containing mounted samples of 
the series of letters and enclosures. The 
file folder portfolio is being distributed 
solely through the service office mana- 
vers and special agents of the five 
North America fire companies. 


Star’ 


Mt. Vernon Agents Have 
Auto Plan with Banks 


\ group of twenty agents of Mt. Ver- 
non, N. Y., a city with population of 
67,000, have made arrangements with 
three commercial banks there for put- 
ting into effect the bank and agent plan 
for financing and insuring automobiles 
sold on the time-payment basis. The 
banks will make loans at a 4%% dis- 
count rate, according to Charles Schoen 
ot Murray, Schoen & Morgan, well- 
known agency, and the insurance cov- 
erage includes fire, theft and $50 de- 
ductible collision. 

A simple form of binder is used and 
the entire paper work has been simpli- 
fied as much as possible in the interest 
of speed and efficiency. The banks fur- 
nish participating agents with a table of 
discount rates so that the monthly cost 
of a loan to a car purchaser may be 
worked out easily. Through this close 
cooperation, with the agents giving the 
banks insurance binders and other fa- 
cilities and the banks providing financial 
data to the agents, it is expected the 
arrangement will operate well as soon 
as new cars come on the market. 


McCARTHY MAY HEAD VMI 

Colonel Frank McCarthy, son of the 
late Frank McCarthy, for many years 
Virginia state agent of the Home In- 
surance Co., may become superintendent 
of the Virginia Military Institute, as it 
is reported that the position will be 
tendered him. Former secretary of the 
general staff of the United States Army, 
Colonel McCarthy resigned recently as 
Virginia Secretary of State. 


Heads Fire Protection 
For Radar Laboratories 


CAPT. HARVEY B. NELSON, JR. 


Captain Harvey B. Nelson, Jr., who 
is associated with the Nelson & Ward 
(Co, and Nelson General Agency of Jer- 
sey City and who is now security officer 
at the Watson Laboratories at Eaton- 
iown, N. J., is being complimented 
highly by those insurance men who wit- 
nessed the extensive fire-fighting ex- 
hibition put on there last Thursday. 
Capt. Nelson supervises the activities of 


. provost marshal, fire marshal and the in- 


telligence offices at this laboratory han- 
dling radar and other forms of com- 
munication, 

Present at the demonstrations of fire- 
fighting and radar equipment were 
Harry E. Newell, assistant chief engin- 
eer, and Calvin Lauber, engineer, from 
the National Board of Fire Underwrit- 
ers. The Home Insurance Co. was repre- 
sented by a delegation from the New 
York underwriting department consist- 
ing of Persen M. Brink, Arthur J. Etzel, 
George K. Babcock, Gordon A. McKay 
and George Duryee; also William D. 
Lewis from the Philadelphia office. 

The fire-fighting demonstration super- 
vised by Capt. Nelson showed various 
types of fire extinguishers in action, in- 
cluding use of the major fire apparatus 
and an exhibition of efficient handling 





NAME WILLIAMS IN RICHMOND 


Ewell Is Exchange Vice President, Miss 
Arledge Secretary; Kelly Urges 
Changes in By-Laws 


Martin B. Williams, Davenport In- 
surance Corp., was elected president of 
the Insurance Exchange of Richmond, 
Va., succeeding Theo. W. Kelly, presi- 
dent of Julian Straus & Sons, at the 
annual meeting held recently. J. Davis 
Ewell, Gibson, Moore & Sutton, was 
elected vice president, and Esther Ar- 
ledge, secretary-treasurer. 

Mr. Kelly, in his report, recommended 
that the exchange revise its by-laws to 
avoid conflict with Public Law 15. He 
also urged continuation of the adminis- 
tration plan for handling city insurance 
and of the custom of holding joint 
annual dinners with the Virginia Field 
Club and the Casualty & Surety Under- 
writers of Virginia. 

Mr. Kelly became a member of the 
board of directors. Other new members 
of the board are John E, Woodward, T. 
Stuart Ragland, Giles M. Robertson, 
FE. D. Turner, Jr. and W. H. Sanders, 
Jr. Archer L. Richardson retired from 
the board after continuous service for 
twenty-five years. 


White & Camby Forum to 
Be Held Oct. 22 in N. Y. 


Advance reservations for the forth- 
coming forum meeting of White & Cam- 
by, Inc. have been so numerous that it 
has been necessary to acquire the grand 
ballroom atop the Hotel Biltmore, New 
York, and to change the date from Oc- 
tober 23 to Monday, October 22 from 
5:15 t0 6:45 p. m. Wellington “Duke” 
Potter of Rochester, the speaker, will 
discuss “Post-War Opportunities for 
Brokers and Meeting Competition.” His 
talk will embrace arguments which are 
calculated to sell stock insurance against 
any kind of competiiton. All those who 
wish to attend and who have not made 
previous reservations, should write or 
phone White & Camby, Inc., 50 E. 42nd 
Street, MUrray Hill 2-6611, and make 


reservations immediately. 








PLATT, YUNGMAN & CO. MOVE 


Platt, Yungman & Co., agents and 
brokers of Philadelphia, have moved 
from 400 Walnut Street to the ground 
floor of the Penn Mutual Life Building 
at Independence Square. The firm dates 
from 1864 when Yungman & Wain was 
organized. Consolidations were made 
with other offices and the firm under the 
nresent name was founded in 1904. The 
Phoenix of Hartford has been repre- 
sented since 1864, the Springfield Fire 
& Marine since 1885 and the Home of 
New York since 1886. The marine agency 


Te Fireman’s Fund dates back to 





of those lines in an army cantonment. 
According to reports the army fire- 
fighting group is highly trained to pro- 
tect the vital radar equipment. Capt. 
Nelson has been active in fire prevention 
for the last eighteen years and fire 
fighting has been a major hobby. He 
has been in the Army since July, 1942, 
and expects to return in a few weeks to 
civilian life and insurance with his 
father, Harvey B. Nelson, Sr. 
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HENRY SPEAKS IN NEBRASKA 
Calls Trade Groups Not Militant 


Enough; Insurance Organizations 
Prevented Federal Control 

Declaring that his only quarrel with 
trade associations is that they are not 
militant enough, Victor G. Henry, 
Wichita, Kan., member of the executive 
committee of the National Association 
of Insurance Agents, spoke before the 
Nebraska Association of Insurance 
Agents at Omaha, today. 

“If it had not been for such trade 
associations as ‘our own,” Mr. Henry 
said, “and the National Board of lire 
Underwriters, the Insurance Executives 
Association, the Association of Casualty 
& Surety Executives, the Surety Asso- 
ciation of America and the various un- 
derwriters groups and, of course, the 
Commissioners of the States, I do not 
believe that immediate and final Federal 
control could have been prevented. In 
short, what I am saying is that our 
trade association paid us tremendous 
dividends in those months following the 
Supreme Court decision. With our trade 
association, we were able and ready to 
tackle the problem; without our trade 
association, we should have had to or- 
ganize from scratch and it would have 
been a hopeless job.” : : 

Linked with other business men ol 
the country through their trade groups, 
Mr. Henry said, “the trade association 
can stand for better government, fair- 
ness in taxation and honesty in national 
and international affairs. Business men 
are in politics today whether they like 
it or not. We ensure effective govern- 
ment and fair treatment of business and 
industry only through organization.” 








Indiana Association Grows 


Under Wolff’s Direction 


Herman C. Wolff of Indianapolis, 
president of the Indiana Association of 
Insurance Agents, has directed the as- 
sociation to an all-time membership high 
of 1,031 members. He is completing his 
second term of office and has been ac- 
tive in association work several years. 
He is president of the general agency 
which bears his name. 

The association now ranks as_ the 
fourth largest unit of the National Asso- 
ciation of Insurance Agents. Thirty- 
four local boards of the association, lo 
cated throughout the state, have beet 
active in furthering agents’ training pro- 
grams. 


ROCHESTER ROUNDTABLES 

The Underwriters Board of Rochester, 
N. Y., has resumed the Friday oon 
roundtable meetings. Roy Duffus is dis 
cussion leader for the casualty se<tion 
and Ray Clark is chairman of the edu- 
cational committee. 
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What's this? Ba Dout tell me: 
Let me guess! Could it be a new 


| Doesn't make sense to me! j rll Movie Star? 
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i Cryptic, 7 call et! 
Boy, page the Code Expert in the 
State Department! 








Amm! This ts going 
le ~eguire 
Could it be a new brand of STAR 
FISH as a substitute for meat? 


















Have you solved it? Turn to page 29 for the answer 
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AS YOUR PRODUC. 
TION PARALLELED THIS 
LINE? 

The sharply rising curve, 
above, pictures the climb 
of building costs and re- 
placements since 1933. In- 
creased construction costs 
reduce the assured's pro- 
tection — unless additional 
insurance is carried. This 
affords an opportunity for 
you to sell the additional 
insurance coverage neces- 
sary to meet today's higher 
replacement costs. Our 
field men are always ready 
to work with you. 
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Bowersock Views Problems of Today 


(Continued from Page 1) 


forward with expectancy and assurance 
towards a reasonable solution of this 
problem, and I am likewise confident 
that if it becomes apparent, as I pres- 
ently feel it may, further help is needed 
in Washington in order to permit the 
American market to operate competitive- 
ly with the British and other markets in 
certain fields, such as in aviation insur- 
ance, which is international in scope, we 
can anticipate such help providing we 
have made a sincere effort properly to 
regulate the business of insurance, so 
far as is practical, under state laws.” 

The multiple line bill passed in Massa- 
chusetts permits fire and casualty com- 
panies doing business in that state to 
write the personal property floater, all 
kinds of auto coverage in one policy, to 
reinsure risks of every kind and to write 
all kinds of insurance on risks outside 
of the United States and its possessions. 

3ecause of the position assumed by 
the State of New York whereby they 
refuse to license a company writing 
classes of insurance in another state 
which are not permitted in that state, 
the probabilities are it will be impossible 
for companies domiciled or licensed in 
Massachusetts to avail themselves of the 
multiple line privileges with respect to 
the complete automobile coverage until 
such time as New York State law is 
amended or proved unconstitutional,” 
Mr. Bowersock said. 

“Nevertheless, in fairness to the Su- 
perintendent of Insurance of New York, 
I feel impelled to say he is being guided 
by the statutes and precedents of his 
state and possibly by the hesitancy on 
the part of many company men to enter 
the field of multiple line underwriting 
at this time. 

“Irrespective of any individual’s 
thoughts in the matter, however, multi- 
ple line underwriting is here in part and 
will expand. For those who are opposed 
to its expansion, I would call their at- 
tention to the fact that the action taken 
by Massachusetts and Pennsylvania in 
the last sessions of their legislatures 
points the way to the gradual unfgld- 
ment of multiple line underwriting, 
which, if resisted, may result in a spread 
of laws such as there are in New Jersey 
and certain other states where compan- 
ies and agents might find themselves 
obliged to face multiple line underwrit- 
ing problems in all classes overnight. 

‘This type of development of the mul- 
tiple line idea could very well lead to 
chaos and possibly the destruction of 
certain companies. It is to be hoped, 
therefore, companies and agents will look 
forward towards the providing of broad- 
ened policies for the purchasers of in- 
surance on a basis that will prove to be 
sound rather than destructive. It seems 
to me inevitable that the National As- 
sociation and the various state agents’ 
associations will expand their interests 
in this very important problem and do 
what they can to provide leadership in 
this development and aid in the formu- 
lating of a constructive program.” 


Branch Offices 


Turning to the subject of the future 
of the American agency system, Mr. 
Bowersock said that “it is perhaps need- 
less for me to say those companies 
which have been relying on the agency 
system for their production are today 
being forced to give consideration to the 
effects of branch office basis of opera- 
tion upon that system. It is fundament- 
al that an intermediary between the 
buyer and the seller, i.e, the assured 
and the company, is desirable both from 
the buyer’s and the company’s stand- 
point. We are, however, in a period 
when all types of production systems are 
under test. 

“Tt is true that many companies such 
as my own write their fire and allied 
business in New York through agents, 
but it is likewise true that the conditions 
there are such that most agents would 
be very hesitant about writing direct 
business in competition with the brokers, 
so that in effect these agents are com- 





DONALD C. BOWERSOCK 


missioned branch offices representing 
more than one company. 

“The activities of many companies in 
Philadelphia in establishing branches for 
all classes of business is indicative of 
the trend in that city. There can be no 
question but what this trend is prejudi- 
cial to the American agency system as 
we have known it and, strange to relate, 
the direction this trend is to take is 
pretty much in the hands of the agents 
themselves. 

“There is probably little or nothing 
which can be done to change the situa- 
tion in those cities which are now sub- 
stantially on a branch office basis; how- 
ever, there is one thought you can keep 
in mind always, and that is a branch 
office operation cannot grow or even be 
continued if there is insufficient volume 
of business available to support it. 


Reasons For Branch Offices 


“There is no question whatsoever but 
what branch offices are born in an at- 
mosphere of helpfulness to agents in 
that frequently agents, who in some in- 
stances are individuals who have been 
operating as brokers but under this sys- 
tem become agents for the purpose of 
receiving higher commissions, are given 
office space, sometimes stenographic and 
policy writing service, or both, or if the 
agent maintains his own office, they ex- 
tend to him every courtesy and helpful 
aid they can in the developing of busi- 
ness and the writing of policies. In 
theory, it would appear that such service 
enables an agent or producer to spend 
more time in production and less time 
in running his office. This is true and 
it is perhaps one of the chief reasons 
why it appeals. 

“Certainly, so long as agents receive 
the same commission for their efforts 
as if they did their own work and in- 
curred greater expense in handling the 
business, they appear to prosper. Tf it 
were possible for an agent to maintain 
this situation interminably, all would be 
well, but unfortunately there are only 
one hundred cents in any given dollar, 
even though that dollar happens to be a 
premium dollar. It must be apparent to 
all that to superimpose the expense of 
a branch office in the ordinary city on 
top of agency commissions, which com- 
missions have contemplated the agent 
functioning in the full capacity of an 
agent, places a burden on the premium 
dollar, which together with home office 
expenses and taxes makes the expense 
factor top-heavy. 

“It will be pointed out,” 
sock stated, “that many branch office 
companies operate more economically 
than the so-called agency companies, 
and while I am,confident this is true 
in the casualty field because of the large 
premium units handled and generally 
lower acquisition costs, I am equally 


Mr. Bower- 


confident it can never be true in the 
fire and marine field apere smaller pre. 
mium units are handled 
Brokers and ‘Agents 

“As the representative of two New 
England companies leaning heavily upon 
the agency system and on our present 
basis of operations dependent upon its 
future success, I urge you for perfectly 
selfish reasons to analyze carefully 


your 
future in the production scheme of 
things by setting a course for future 
action hinged upon one question: Js jt 


my purpose to be an agent and act as 
such or do I prefer to be a broker? [pn 
considering this question, you are merely 
analyzing your future as it may well be, 
some will prefer to follow the agency 
end of the business and others the brok- 
erage. Both professions are honorable 
and both can be profitable. 

“When company representatives indj- 
cate a desire to take over a portion 
of your activities that distinguish eS you 
from a broker, you may well inquire; 
Why is this being done and can it be 
continued indefinitely on a sound basis? 
Can the company branch office do this 
work more economically—and this js 
the true test—and am I willing to re- 
linquish my compensation for the work 
transferred to the company? 


Rates and Commissions 


“A dangerous situation has developed 
over a period of many years, and that 
is oftentimes agents are inclined to sub- 
mit better risks from an underwriting 
standpoint to those companies offering 
rate or other inducements and the gen- 
eral run of business to the so-called 
old-line companies. Until rates are 
eventually averaged out so there is a 
reasonable expectancy of an anticipated 
profit in all classes, agents must use 
great care not to overload those com- 
panies who are willing to carry a fair 
cross-section of their business with a 
disproportionate share of the hazardous 
lines. 

“When you are approached by com- 
pany representatives who propose re- 
duced rates or other production stimu- 
lants such as increased commissions for 
preferred classifications, shouldn’t that 
make you wonder if you can assume 
such representation and at the same 
time treat the companies you must rely 
upon for your general run of business 
fairly ? 

“We are all familiar with the fact 
that selling insurance or anything else 
solely on a cost basis is unsound, and 
it is particularly unsound in the insur- 
ance business where contracts are made 
for a period of years and in the liability 
field where the ultimate determination 
of the company’s responsibility may be 
postponed for many years. Gentlemen, 
you are selling contracts under which 
you must have broad interpretations to 
carry out the purpose of such contracts, 
if the buying public is to be will 
served. 

“You know and I know those com- 
panies who are attempting to build up 
preferred business by rate or commis- 
sion inducements must in due course 
lose the advantage they have in the 
classes they have selected for attack and 
are now attempting to buy a place in the 
business so that when the day of ad- 
justment comes they will have a backlog 
of good business. I do not mean (0 
imply that I am criticizing such: com- 
panies, but I am trying to think through 
with you some of the responsibilities 
of agents. ; 

“Perhaps you are thinking many 0 
the problems are creatures of or the 
outgrowth of practices of these same 
old-line companies to which I re‘er. 
do not honestly feel this is true. How 
ever, even if it were, you and | ar 
looking forward to this business in the 
years to come and the past is of interest 
to us only in showing us wherein We 
have erred.” 





FIRE ASSN. DIVIDENDS ; 
Directors of the Fire Association 0! 
Philadelphia have declared the regula! 
semi-annual dividend of $1.25 a_ share 
and an ‘extra dividend of 25 cents 4 
share, payable November 15 to stock- 
holders of record October 16. 
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A Shield against Disaster 


of challenge to our imagination, our efficiency, 


Back 1845 the men who founded Royal 
chose a shield as an inspiring emblem of the 
insurance function and of the young company 
they were so hopefully launching. 


And through a century of expansion... of prog- 
ress, wars and disasters... the Royal shield has 
made itself known around the world as an 
emblem of protection and a symbol of depend- 
ability. From a single modest office in Liver- 
pool, Royal has grown into an international 
organization with world-wide representation. 


Age, honored tradition and past achievement 
are not couches to rest on, but rather spring- 
boards to greater effort and progress in the 
years ahead. 1945 no less than 1845 is a year 


our spirit of adventure. 


Royal pledges continued cooperation with 
agents and brokers in meeting—even antici- 
pating—the changing requirements of the 
American insuring public—both firms and 
individuals. 
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Returns to Home After 
Service in the Army 


Pach Bros., N.Y. 
MORTIMER E. SPRAGUE 


LT. GO. 
Mortimer E. Sprague, vice president 
of The Home Insurance Company and 
its affiliates, was released from active 
duty with the Army, where he was serv- 
ing as lieutenant colonel, on October 15. 
He has been on leave of absence since 
1942 and has_ been 
planning division, Office of Chief of 
Transportation, in Washington, D. C. 
He visited the European and Mediter- 
ranean theaters of operation during 1944 
and also accompanied the representa- 
tives of this country. to the conferences 
at Malta and Yalta in the early part of 
1945. As the Joint Military Transporta- 
tion Committee member, he represented 
the Army on the Joint War Plans Com- 
mittee. : 

Prior to his departure, Mr. Sprague 
was vice president in charge of the mar- 
ine department of the company. Upon 
his return he will be assigned special, 
important duties, including research 
work in connection with additional types 
of insurance the company plans to han- 
die. His new offices are on the executive 
floor of the company. 


executive of the 


Maryland Agents Condemn 


Favoritism in Taxation 

\cting through its board of directors, 
the Maryland Association of Insurance 
\vents has con- 
demning those statutes, rules and regu- 
lations of the Federal and state Govern- 


passed a_ resolution 


nents “which accord to these so-called 
cooperative marketing organizations ex- 
emptions from any and all forms of tax- 
ation, and other subsidies through which 
they enjoy unfair and unwarranted trade 
advantages over all types of individual 
and tax paying businesses with whom 
they compete.” 

Joseph D. Lazenby, of Annapolis, a 
former president of the association, has 
been appointed chairman of a special 
committee named by President Will'am 
M. Scott to arrange for the annual con- 
vention of the association, to be held 
next month. With him on the commit- 
tee are Hubert P. Burdette, J. Edward 
Cochran, Mrs. George M. Dallas, Shirley 
G. Kilmer, E. Albert Rossmann and E. 
Stuart Windsor. 




















TO HEAR P. M. WINCHESTER 
Philip M. Winchester, general man- 
ager of the Eastern department of the 









Fire Companies’ Adjustment Bureau, 
will discuss hurricane damage losses 
and their adjustment at the luncheon 







meeting of the New Jersey Field Club 
at the Robert Treat Hotel in Newark 
next Monday, October 22. 










Broughton Tells Ad Men Progress of 
Agents’ Public Relations Program 


With a proper organization and proper 
leadership the agents of this country 
should be “politically indestructible,” 
declared Averell Broughton, New York 
public relations counsel who is helping 
to plan and direct the public relations 
program of the National Association of 
Insurance Agents, in his address deliv- 
ered before the Insurance Advertising 
Conference in New York City, October 


Mr. Broughton, who was speaker at 
the luncheon on the first day of the two 
day meeting of the IAC, had as his sub- 
ject: “The Agents’ Viewpoint on Public 
Relations.” Speaking without manu- 
script or notes, Mr. Broughton told of 
the progress of the agents’ public rela- 
tions activities up to this time and said 
that “the development of an agents’ 
viewpoint on public relations is one of 
the most significant facts in the recent 
history of insurance.” 

The agent who gives careful thought 
to his own public relations program, and 
to the problem of his state and National 
Associations, Mr. Broughton said, ar- 
rives at some pretty clear opinions on 
the public relations problems before the 
entire insurance business; he recognizes 


that the sum total of those matters of 
major and common interest within the 
business is far greater than the sum 
total.of any possible conflict. 

View National Picture 

“As the agents look out at the entire 
national picture and the problems of 
influencing the opinions of 130,000,000 
people,” he said, “they see beyond our 
own shores. They realize, as has been 
said, that we are a capitalistic island in 
a sea of socialism. 

“The salvation of American business 
lies in intelligent political action by the 
millions of individuals whose economic 
lives are at stake. With a proper or- 
ganzation and proper leadership the 
agents of this country should be politi- 
cally indestructible. Their public rela- 
tions program has given voice to their 
collective desires and opinions. I be- 
lieve that the existence of this program 
has helped in building better relation- 
ships within the industry because other 
industry groups recognize the existence 
of this unity which also through various 
committees provides a means of reach- 
ing the membership of the National As- 
sociation. This membership of more 
than 20,000 individual agencies probably 
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A.|.U. returns to the 


AIU, following the example of a great American, left Manila 
with the firm intention of returning. That resolve has come true. 
Our organization has been restored. While many difficult con- 
ditions still exist, AIU has long declared its willingness to tackle 
difficult tasks and to solve unusual insurance problems. 


For American manufacturers anxious to resume or commence 
trade in this area, full protection of pre-war standard is now 
available. Again, AIU will furnish specialized handling for those 
Manila investments needing fire, marine or casualty insurance. 


AMERICAN INTERNATIONAL UNDERWRITERS CORPORATION 


340 PINE STREET, SAN FRANCISCO 
AMERICAN INTERNATIONAL UNDERWRITERS FOR THE PHILIPPINES, Inc. 






Philippines 


MANILA, P. I. 

















represents 100,000 adult individuals 
That on the national scale is a sub. 
stantial group, and the group is als 
important because of the nature of thi: 
membership in a great many states, 

“The first big job in the agents’ pro. 
gram was the long necessary task jp 
education, our own education, to indi. 
vidual responsibilities. It was neces. 
sary to know what public relations was. 
at least in general terms, and what could 
be done through public relations opera. 
tion and what could not be done. 

“To say that that task has been com. 
pleted would be a tremendous overstate. 
ment. The mere contact with the far. 
flung membership of the National As- 
sociation is a substantial undertaking, , 
national task in itself. But that part of 
the job has at least been given a good 
start.” 

Mr. Broughton said that the NAIA 
has taken a chance in concentrating its 
public relations program on education, 
background material and organization 
because it is inevitable that many expect 
publicity and advertising fireworks, 
However, he said, the foundation of a 
sound publicity program has been laid 
and a great deal of publicity achieved, 
but it has been impossible to do even a 
modest job in advertising because of the 
difficulty in securing space in national 
media. 

The agents’ organization is a large 
one, he said, and the educational pro- 
gram must be continued even as other 
aspects of the program are developed. 
The association, he said, follows the pat- 
tern of the country’s structure and, he 
continued: 

Sees Democracy Tested 

“In one sense it is a test of the demo- 
cratic principle and it is interesting to 
see democracy tested under what are 
on the whole very favorable conditions, 
because the average in the agents’ group 
is of course far higher than the average 
of our voting population. 

“T believe that they will succeed. 
Working with them has been an ex- 
traordinary experience. Of course, it 
has been an enormous job. Only men 
with the experience and background in 
the insurance field of the type, pos- 
sessed by the members of the Insurance 
Advertising Conference are in a position 
to appreciate the real size of this task 
and the great forces with which we must 
deal. 

“Tt-is my judgment that the insurance 
business possesses a great deal of ability 
both in the agent and other producer 
ranks and in the company groups. Many 
of those men are giving real thought to 
the fundamental problems before the in- 
surance business. In various ways they 
are showing they can work together 
When the entire strength of insurance 
is harnessed to the task, the insurance 
business can be one of the real bulwarks 
of personal and business freedom of the 
type which has almost vanished from 
the world around us.” 


Thanks E. R. Hardy for 


War Prisoner Activities 
In its annual report the council © 
the Chartered Insurance Institute ° 
Great Britain expresses its thanks t 
«. R. Hardy, secretary of the Insur 
ance Institute of America and of the 
Insurance Society of New York, for his 
activities in relation to prisoners of wat 
“Several serving insurance men wh0 
were taken prisoner at the time 0 
Dunkirk realized that many weeks mus! 
elapse before they could communicalé 
with their friends in Great Britain 
whereas a communication to the United 
States of America would reach ' 
destination in a comparatively shor! 
time,” the council said. “Some such tt 
membered a good friend in the United 
States, Mr. E. R. Hardy. By corimunt 
cating with their friends in this cout 
try, via Mr. Hardy, they were «ble !° 
reduce materially the period durin 
which their friends were subjecied ' 
much anxiety. The council desires !° 
record its deep appreciation of M 
Hardy’s -prompt action, and of the 
kindly interest he displayed in those 
who availed themselves of his 00! 
offices.” 
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Open Season On Furs 


When furs come out of their summer hibernation in 


storage it’s open season for fur losses. 


( 


Furs are made to be worn and enjoyed, but that is 


just the time when they are most subject to loss or theft. 


You can protect the value of your fur coat, neck piece, 
evening wrap or fur-trimmed garment with Fur In- 
surance. This special policy protects you from loss 
wherever your furs may be—while being worn, in your 


home, away on a trip or while in storage. 


The cost is moderate, the protection broad. Protect your 
furs now by calling an America Fore representative. If 
you do not know his name, write us at 80 Maiden 
Lane, New York 8, N. Y., and we will send it. 


THE AMERICA FORE INSURANCE AND INDEMNITY GROUP 
comprising the following companies 
THE CONTINENTAL INSURANCE CO. FIDELITY-PHENIX FIRE INSURANCE CO. 
NIAGARA FIRE INSURANCE CO. AMERICAN EAGLE FIRE INSURANCE CO. 
FIRST AMERICAN FIRE INSURANCE CO, MARYLAND INSURANCE CO. 
THE FIDELITY & CASUALTY CO. OF N. Y. 
“* CULVER President FRANK A. CHRISTENSEN Vice President 
















































Fall 
is 


lnsurance 
time 






















This seasonal advertise- 
ment in national maga- 
zines and the related ad- 
vertising for local use will 
help you sell Fur Insurance 


when prospects are best. 


FOR LOCAL ADVERTISING MATERIAL 
WRITE THE ADVERTISING DEPARTMENT, 
80 MAIDEN LANE, NEW YORK 8, N. Y. 
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nusurance Company, Hartford, Coun. 
1854 


Connedicut 


Are Iwurandbcdarferdtonn 


1850 


[PUTABLE 


Fire € Marine Infurance @mpany 
PROVIDENCE, RL 
1859 


ATLANTIC FIRE INSURANCE CO. 
Raleigh, North Carolina 


THE CENTRAL STATES FIRE INS. CO. 
Wichita, Kansas 


GREAT EASTERN FIRE INSURANCE CO. 
White Plains, N. Y. 


MINNEAPOLIS F. & M. INSURANCE CO. 
Minneapolis, Minn. 


RELIANCE INS. CO. OF CANADA 
Montreal, Canada 


* 


HARTFORD 
30 Trinity Street 


CHICAGO 
Insurance Exchange 


NEW YORK 
110 William Street 


SAN FRANCISCO 
220 Montgomery Street 


MONTREAL 
485 McGill Street 


= 
‘° protection by 
ae ston 
All Forms of Fire and 
Property Insurance including 


Ocean and Inland Marine 


Country-wide Brokerage Service 











ELECT FOSTER IN LOUISIANA 





Automobile State Agent Heads Rating 

. Bureau; Manager Bizzell, Now in 

Japan, Expected to Return 

H. F. Foster, Jr., state agent for the 
Automobile Insurance Co., was elected 
president of the Louisiana Rat! ng & Fire 
Prevention Bureau at the annual meet- 
ing held in New Orleans October 10. 
Claude C. Dupree, special agent, Hart- 
ford Fire, was named vice president 
and Tom J. Hayes, was reappointed act- 
ing manager. Retiring president E. 
Waggaman, Royal-Liverpool Group, 
was elected to the board cf directors 
with the following new members: Sam 
G. Peters, London & Lancashire; Alvin 
Shepherd, general agent, C. E. Mc- 
Cants, Fidelity & Guaranty Fire, and 
©. Mary, Northern Assurance. Hold- 
overs are A. J. Bolles, Aetna lire; J. L. 
Detreville, St. Paul; Felix P rrilliat, 
Fireman’s Fund; Marion B. Warren, 
Continental; M. W. Sykes, Home; Gib- 
son Stevenson, Firemen’s; L. A. 
Schneider, Jr., American of N. J.; and 
Campbell Palfrey, state fire marshal. 

Activities of the year were brieflly 
outlined by President Waggaman. High- 
lights were the adoption of a new stand- 
ard fire policy, and the development of 
new and more liberal forms for the 
writing of both dwelling and mercantile 
business. 

Acting Manager Hayes reported that 
although the bureau had been short 
handed in the rating and engineering 
departments, work accomplished  in- 
creased in some respects. 

Lieutenant Colonel Wm. Bizzell, who 
is on leave as manager, is now in Japan, 
but is expected to return in the next 
few months. 


BACK WITH ROUGH NOTES 








R. Gregory, Associate Editor, 
Won Citations as Officer 
in the Navy 

James R. Gregory has returned to 
Rough Notes as associate editor. Be- 
fore joining the Navy three and a half 
years ago he was mail sales manager. 
He saw action in the Pacific as com- 
mander of landing craft echelons in 
seven major landings and has several 
citations, including Legion of Merit, 
Silver Star and Purple Heart. A grad- 
uate of DePauw University where he 
was editor of the college paper he went 
with Rough Notes soon after gradua- 
tion. 


Booth, Formerly with FBI, 
Joins Commercial Union 


F, W. Koeckert, United States mana- 
ger of the Commercial Union Group, an- 
nounces that T. W. Booth has joined 
the staff at the home office in New 
York. Mr. Booth majored in insurance 
at Wharton School of Commerce, Uni- 
versity of Pennsylvania, and subse- 
quently was graduated from Fordham 
Law School with the degree of LL.B. 
For several years Mr. Booth has been 
a special agent of the Federal Bur au of 
Investigation. He will be associ iated with 
D. B. Sherwood, general adjuster, in the 
claims department. 
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Arthur Joyce 
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policy, seldom referring to it as a com- 
prehensive personal liability policy. 

“Yet,” he continued, “50-cent insur- 
ance words often are confusing. For 
example, the simple v.ord loss. Joe and 
Mary know what it is to discover they 
have lost something. But, when their 
house burns, they don’t think of it as a 
loss. It’s a fire to them, and they’re 
thinking about their insurance. When a 
thief sneaks into Mary’s home and steals 
her gold watch, it isn’t a loss so far as 
Mary is concerned. The watch is gone, 
stolen, swiped! 

“To go a step farther—let’s drag in 
the average claim adjuster and the 
agent. Too often, they, too, speak only 
insurance language. They talk, for ex- 
ample, about the settlement of claims. 
Joe and Mary don’t want their insur- 
ance settled. They want it paid! So— 
why settle claims? Why not just pay 
them? And, what is a claim? Noah 
Webster says a claim is a ‘demand for 
compensation made in conformity with 
the provisions of a contract.’ Joe Smith 
doesn’t know that. Furthermore, he 
doesn’t care! 

Revise Policy Contracts 

“Some day, we may be able to ex- 
pand our use of simple English and re- 
vise a million words in policy contracts 
—as well as in advertising. Then, it will 
be a lot easier for Joe and Mary to 
know what they are paying for—and 
what they will get from their insurance. 
Now, of course, the law tells us what to 
say. But, if there is sufficient demand 
for simplified language in the contract, 
and the companies give the green light 
and say go ahead, we may—some day— 
have a policy without technical terms. 
Or, in which technical terms that must 
be used, will be explained simply. 

“All of these things, you—as insurance 


advertising men—know. You have 
known them for years. Fortunately, 
you’ve been doing something about 


them. Your consumer advertising, grad- 
ually is getting more down to the level 
of the thinking of the millions. Your 
recent advertising shows that you’re be- 
ginning to humanize your appeals. Most 
of us are trying to talk the plain, every- 
day language the majority of Americans 
understand. This trend toward simplifica- 
tion is very noticeable and very gratify- 


ng. 

“Part of this progress is due, I think, 
to the fact that many insurance adver- 
tising men today—like myself—formerly 
were newspaper writers. We are begin- 
ning to get company acceptance of the 
newspaper technique of consumer ap- 
proach. 

Readers Newspaper-Educated 

“To me, there is no better formula for 
insurance or any other kind of adver- 
tising than is wrapped up in the aver- 
age daily newspaper story—told in 
snanpy headlines and in simple, easy-to- 
read 50-cent words. That’s why so 
many millions of readers today are 
newspaper-educated. That’s why the 
funnies and newspaper columns’ by 
Walter Winchell, Louella Parsons and 
Dorothy Dix have a _ readership far 
greater than Walter Lippman, or Harry 
L. Menken. 

“It seems to me, that if advertising 
writers would follow the newspaper 
technique more closely, instead of trying 
to figure out the famous 27-point plan 
on how to approach the public, they’d 
reach for a newspaper, instead of that 
sweet-sounding consumer analysis, 
which is no more understood by adver- 
tising men generally, than Joe Smith 
and Mary Murphy understand conse- 
quential damage, or the co-insurance 
clause.” 


DISPLAYS 1918 FIRE TRUCK 

Charles C. Bowen, president of the 
Standard of Detroit Group, engineered 
the purchase of a 1918 fire truck of the 
Woodslee, Ontario, Volunteer Fire De- 
partment for Planet Fire Insurance Co. 
of the group, as a relic for exhibition 
nurposes. Mr. Bowen has a summer 
home in Woodslee and several years 
ago served as chief of the Woodslee 
Volunteer Fire Department. 








F. W. Doremus 


(Continued from Page 19) 


mental facts dealing with agency sales 
activity on special lines of insurance, 
rate engineering, use of direct mail, in- 
surance surveys, newspaper advertis’ng, 
use of radio, window display facilities 
together with other facts on acents’ 
knowledge of insurance, selling ability 
and energy, acquaintanceship and finan- 
cial connections would also be helpful in 
charting a course for proper advertising 
and marketing. 

“When the task of fact finding had 
been completed you would have a com- 
posite picture of the agency staff by 
territories plus a broad over-all picture 
of your marketing problem. An adver- 
tising program could then be carefully 
planned to match the type of agent who 
is selling our policies to the public, 
The message would be told in the lan- 
guage of your salesman. It would be 
patterned after the chart that the re- 
search had produced. In short, your 
supplementary marketing techniques 
would be geared to the needs of the pub- 
lic which is a first step in establishing 
good public relations. 


Changes in Printed Material 

“No longer would your printed ma- 
terial talk about policies or contracts. 
Protection would be your keynote. Such 
words as supplemental contract, use: and 
occupancy, automobile, public liability, 
general cover contract, medical reim- 
bursement endorsement, etc., would be 
cast aside in favor of simple and direct 
descriptions more understandable to the 
man in the street. 

“With this would come a more com- 
plete appreciation of the industry pub- 
lic relations programs of National Board 
of Fire Underwriters, National Associa- 
tion of Insurance Agents and the Asso- 
ciation of Casualty and Surety Execu- 
tives. These organizations are doing an 
excellent job of describing our business 
to the public under their long range 
plan. 

“When each company supplements 
these efforts with appropriate advertis- 
ing that includes an element of market- 
ing through our retail outlet, the local 
agent, we have some of the background 
of a coordinated public relations effort.” 





George G. Traver 


(Continued from Page 19) 


part which employes of this business 
can play in its public relations program. 
Time Now to Organize 

“It is my thesis that up to the pres 
ent time we have not Ags organized 
this potential force,” Traver said. 
“And that now is the ae to get this 
phase of our public relations program 
under way. During the past few years, 
the war has made it difficult, if not im: 
practical, to undertake broad programs 
of employe education and training. | 

“The next few months, however, wil 
see a readjustment to more normal op- 
erating conditions and the solutions 0 
many of the wartime personnel problems. 
The time is therefore ripe for construc 
tive action. In order to get results, we 
are going to have to approach this phase 
of the job just as intelligently and 
thoroughly as have the utility compat 
ies. 

“If we wish to secure the active hel 
of our employes in our public r¢ lations 
program—their interest must be mer 
and stimulated. There must be a def 
nite plan of instruction. There now & 
ists widespread lack of knowledge ev" 
among key employes as to what we 
mean by public relations. Some think of 
it merely as advertising, others as pu 
licity, many haven’t any clear-cut con 
cept at all of what we’re talking about 
We must correct this situation. 

“Many company executives art think- 
ing in terms of finding the answer © 
this problem. Training and educ itiona! 
plans are being formulated. Some cot 
panies have already made excellet 
progress. We can all very pro sfitably 
study, exchange our ideas and try ' 
crystallize our thinking.” 
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It's easy when you have the answer. A big 
“HAZARD” is under the word “insurance” and 
over the word “looked” or—Under-insurance is a 
big Hazard Overlooked. 

North America Companies Agents will soon have 
the answer to the big problem of how to get every 
home owner to increase his insurance to value. This 
insigne will be used as a mark to identify a com- 


plete practical program of direct mail, plus per- U NDER Insurance 


sonal follow-up which we call “North America’s 


STAR Campaign”—a STAR SALESMAN that hun» © big HAZARD 
dreds of Agents will put to work soon! 
OVER looked 








Agents of NORTH AMERICA Companies 
. .. Get complete information from the 
North America fieldman or Service 
Office near you. 





INSURANCE COMPANY OF 


NORTH AMERICA 
COMPANIES, Ailacklphia 





INSURANCE COMPANY OF NORTH AMERICA _ INDEMNITY INSURANCE COMPANY OF NORTH AMERICA 
THE ALLIANCE INSURANCE COMPANY OF PHILADELPHIA NATIONAL SECURITY INSURANCE COMPANY 
CENTRAL INSURANCE COMPANY OF BALTIMORE PHILADELPHIA FIRE AND MARINE INSURANCE COMPANY 
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Over 5,000 Commercial Buildings, 
Apartments Soon To Be Constructed 


Nearly 3,500 commercial rental build- 
ings and 2,000 apartment buildings, 
worth $150,000 each on the average, will 
go up in the first two post-war years, 
according to estimates collected by the 
Security of New Haven Group. Drawing 
the attention of agents to these new 
building plans and insurance opportuni- 
ties the group says: 

“Do you know how many of these 
2,000 apartment buildings and 3,500 com- 
mercial rental buildings are planned for 
your community? New, garden-type 
apartments, office and store buildings 
with really modern lighting and air-con- 
ditioning facilities are now good invest- 
ments in most parts of the country, and 
there’s much cheap money available. 
Are you making plans that will enable 





Company Employes May 
Solicit Without License 

Salaried employes or officers of in- 
surers licensed in Michigan may solicit 
insurance or help in soliciting business 
even though they are unlicensed as 
agents, according to an interpretation of 
the licensing provisions of the Michigan 
insurance code provided Commissioner 
David A. Forbes by the attorney gen- 
eral’s department. They may not how- 
ever, actually close insurance contracts. 

Answering Commissioner Forbes’ in- 
quiry, addressed to the legal division, 
asking specifically “whether or not it is 
lawful for any insurer to write, place or 
cause to be written or placed, any con- 
tract for indemnity or insurance * * * 
from any source * * * than through an 
agent duly licensed by the department 
7s * to represent the insurer, accepting 
the business” and whether “an ®fficer 
or salaried employe of an_ insurer 
(may) solicit insurance or aid in the 
solicitation of insurance without being 
licensed as an insurance agent ee 
the attorney general’s opinion holds that, 
while no insurance actually may be 
placed except through a licensed agent, 
“an officer or salaried employe may 
solicit * * * or aid in solicitation of in- 
surance without being licensed as an 
agent but the insurance must be written 
or placed through a licensed agent.” 





Richmond Insurance Men 


On Citizens’ Group Board 


Several Richmond, Va. insurance men 
have been elected to the board of direc- 
tors of the newly-formed Richmond 
Citizens’ Association. They are: 

Thomas L. Cockrell, Baker-Moore In- 
surance Agency; Marchant Wornom, 
Davenport Insurance Co.; J. E. Bankett, 
assistant manager, North Carolina Mu- 
tual Life; John R. Chappell, Jr., insur- 
ance agency president, and Lieutenant 
Colonel J. Earle Dunford, manager of 
the Virginia Association of Insurance 
Agents. 





Says Big Bill 


(Continued from Page 17) 


ecutives; Ugo FE. Guerrini, manager 
of American Foreign Insurance Asso- 
ciation; Bruce E. Shepherd, actuary, 


Life Insvrance Association of America; 
Gale F. Johnston, vice president, Metro- 
politan Life; J. P. Fordyce and Thomas 
E. Lovejoy, Jr., Manhattan Life, and 


Ivan Escott, Home Insurance Co. 
Monsieur Leger also visited Canada 

where Anselme Samoisette 

Dominion representative. 


is its chief 


you to get your share of the lucrative 
insurance commissions involved ? 

“Once such buildings are completed, 
handling the insurance is comparatively 
easy. Aside from the property fire in- 
surance a complete insurance program 
must include owner’s landlord’s and ten- 
ant’s liability; elevator liability; glass 
insurance; workmen’s compensation and 
rents insurance. Since the majority of 
these properties will be owned for rev- 
enue purposes every one of these cov- 
erages are important—but you will be 
amazed at how many owners or pros- 
pective owners are not fully acquainted 
with the need for all of them. 


How to Find the Prospects 


“Follow the real estate news in your 
local newspapers; buyers of business 
and apartment properties should be ap- 
proached. Building permits must be 
issued for construction, and frequently 
plans are filed well in advance of start- 
ing construction. These are usually pub- 
lic records. There may be a real estate 
magazine published in your state or sec- 
tion which lists such jobs as are coming 
up. 

“Local tax records will give you the 
names of the owners of any properties 
you select. In some cases real estate 
firms managing the properties also write 
insurance, but you’ll find many where no 
such situation exists, and these should 
certainly be solicited. You should con- 
stantly bear in mind that the majority 
of insurance accounts are infrequently 
solicited, and that an intelligent insur- 
ance solicitation offering survey service 
is rare. That is to say, if, using a sound 
approach like an insurance survey, you 
ask for enough of the good business, 
you'll get your share of it.’ 





Ninety John Street 








Ou survey service is a valuable aid 


to the agent who wants to maintain 
professional standing in his community. 
Our fieldmen are qualified to assist in 


the preparation of insurance programs. 


Write us for particulars 


Cara 


New York Underwriters Insurance Company 


CANADA LOSS RATIO RISES 


Increase in Number of Fires May 
Bring Loss Ratio of More Than 
55%, Against 52.6% in 1944 
With only a little more than two 
months remaining in the calendar year, 
hope for a reasonable fire loss experi- 
ence in Canada has vanished for an- 
other year, Executive opinion in Tor- 
onto and Montreal is now inclined to 
the belief that a general fire loss ratio 





for all of Canada of 55% must be 
accepted. 
But in making this forecast, they 


state that some elasticity must also be 
allowed in the event that the upward 
winter trend takes a sharper rise than 
usual; in which case the ratio may hit 
57% and, conceivably, a disastrous ex- 
perience in November and December 
“could lead to a 60% loss experience.” 
The 1944 loss ratio experience was con- 
sidered abnormally high at 52.6%. 

Despite this, however, it is not ex- 
pected that any immediate rise in fire 
premium rates is in the offing in Canada. 
It is pointed out that the reserve posi- 
tions of the companies is on the strong 
side and it would take something like 
an extensive unemployment period with 
a concomitant slump in business, and 
like developments, to bring about ad- 
vanced premium rates. 

Insofar as 1945 premium income is 
concerned, the average company officer 
is of the opinion that there will not 
be much of a decline, if any, from the 
1944 figure. In view of the fact that 
the bulk of the three-year mercantile 
risks were handled last year, this pre- 
diction is considered important in in- 
surance circles, indicating new markets 
for insurance in new housing and also 
in the reconversion of business and in- 
dustry to a peacetime basis. 


TEXAS WOMEN MEET OCT. 29 

The second annual meeting of the 
Federation of Insurance Women of 
Texas will be held in the Blackstone 
Hotel, Fort Worth, October 29, 





New York 
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LARGE LIQUOR LINE PLACED 





Fire Insurance of Several Million Dol. 
lars Awarded on Properties of 
\ Washington Control Board 

Insurance on the properties of the 
Washington State Liquor Control Board 
was awarded by F Pokswin, Super- 
visor of purchasing, following opening 
of bids at Olympia last month. The 
effective date of the coverage was Oc- 
tober 1. Two schedules of fire insyr- 
ance running to several million dollars 
of values on a provisional monthly re. 
porting form were placed with thirteen 
companies that filed bids. 

All of the companies bidding on the 
schedules covering the warehouses 4; 
well as the 600 stores, were required to 
complete the desired capacity. All rates 
quoted were the published rates of the 
Washington Surveying & Rating By- 
reau. 

The bids and percentage of the line for 
each company follow: Northwestern 
Mutual 4%, Lumbermens 10%, Gibral- 
tar 5%, Manhattan F. & M. 5%, Pied- 
mont 124%, Boston 10%, Providence- 
Washington 10%, New Hampshire 5%, 
General of Seattle 10%, Western Na- 
tional 124%4%, Merchants & Manufac- 
turers 3%, Maryland 5%, Firemen’s of 
Newark 8%. 

The bids specifications required that 
the same percentage be bid on the less 
desirable warehouse schedule, as_ was 
_ on the more acceptable store sched- 
ule. 

While the fire line was the largest 
portion of coverage placed during the 
week, three other covers were also 
awarded, The United Pacific entered the 
low bid on the $344,300 inside and out- 
side, robbery and safe burglary cov- 
erage, with a quotation of $2,050. The 
Trinity Universal was the only other 
bidder at $2,787. The Trinity Universal 
was low bidder of the mercantile open 
stock, burglary schedule, quoting $1,928 
The United Pacific bid $2,180. The pub- 
lic liability schedule covering all of the 
warchouses and 660 stores was awarded 
to United Pacific for an annual premium 
of $296.80. The General bid $3074, 
Trinity Universal, $78.24, and American 
Employers $660. 


N. Y. Exchange Amends 
Rating Rules and Rates 


The New York Fire Insurance Ex- 
change last week voted changes relating 
to rates and rating matters. As of Au- 
gust 21 the priority exclusion clause re- 
lating to use and occupancy, rents and 
extra expense insurance was eliminated, 
which follows action already taken in 
about all sections of the country. 

Amendment to mortgagee’s errors and 
omissions form was adopted to include 
the interest of a mortgagee as vendor 
of real property under contract. 

The pro rata term policy rule (s0- 
called “budget plan”) was made applica 
ble to all risks eligible to term writing 
subject to the attachment of special 
clause and to specific approval by the 
— in each case, effective October 

; A 
The rates on fixed exhibition screens 
and sound equipment located outside o! 
motion picture booths in theatres and 
motion picture houses when covered un- 
der the building item were changed from 
the contents rate to the building rate. 

Exchange binder form was amende 
to include a new column captioned “haz- 
ards covered.” 

Charge for War Shipping Administra 
tion—Terminal Operations Endorsement 
was reduced from $.50 to $.25 effective 
September 1, 1945. 


PAUL FERNEDING DIES 

Paul Ferneding, retired superintend 
ent of the Bureau of Electricity of the 
New York Board of Fire Underwriters, 
died at his home in White Plains, N. Y, 
on October 10. He had retired on June 
1, 1944, because of ill health. He became 
associated with the Suburban Fi: re In- 
surance Exchange as an electrical in- 
spector in January, 1922, He became 
chief inspector of the New York Board 
bureau in 1931 and superintendent i 
January, 1934. 
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Two Ships in Crossing Collision; 
Both at Fault; Damages Are Divided 


George S. Tice, 2 Cir. 287 F. 427, 129. ‘It 
must always be remembered that it is 
the risk of collision, not the collision it- 


In separate suits in admiralty growing 
out of a collision in New York Bay be- 
tween the tug Calatco No. 2 and the M/v 
Barnes, the Federal District Court for 
Southern New York held both vessels at 


fault and divided the damages. On ap- 
peal from the interlocutory decrees (58 
F, Supp. 864) these decrees were affirmed 
and in a per curiam opinion the Second 
Circuit Court of Appeals said: 

“We are unable to agree with libellant 
that the decision incorrectly adjudged 
the facts or is in conflict with any ap- 
plicable legal principle. It will serve no 
useful purpose for us to do again what 
the district judge has already done so 
well, retell the story of the collision, 
trace and point out wherein its actors 
were at fault. It is sufficient for us to 
say that we approve’ both what the dis- 
trict judge did and the way he did it, and 
that on his opinion and for the reasons 
that he gave, we affirm his decrees.” 


How Damage Accrued 


The damage was to the wooden coal- 
barge “Cutter” which was being towed 
by the tug from Perth Amboy through 
the Kills to New York Bay. It was at- 
tached to the tug by a head line, a tow 
line and a stern line. Its bow projected 
about 150 feet beyond the bow of the 
tug. Its stern was about even with the 
stern of the tug. As they came out of 
the Kill van Kull about 5:45 p. m. the 
tug and tow were showing all proper 
lights. When about half a mile from the 
tow the Barnes blew her first one blast 
while going full speed ahead. The 
Barnes was making about four times the 
speed of the tow. Between the time of 
her first blast and the collision the 
Barnes traveled about 825 yards and the 
tow about 225 yards; the Barnes did not 
blow her second one-blast until the ves- 
sels were about 400 yards apart. 

After narrating the facts prior to the 
collision the court reviewed the testi- 
mony of the captain of the Barnes and 
the action of the tug. Assuming from 
this, by way of argument, “that the cap- 
tain of the Barnes stopped his engines 
soon after blowing his second one-blast 
signal, as he said he did, he was not 
obeying the rule requiring ‘the privileged 
vessel on a crossing situation to hold her 
course and speed. Article 21. 

Assuming the Barnes then continued 
at full speed, with the vessels approach- 
ing each other, the captain’s duty then 
was, the court said: “If he failed to un- 
derstand the course or intention of the 
tug, he should have immediately signi- 
fed the same by giving several short 
and rapid blasts, not less than four of 
the steam whistle. 

“Art. 18, Rule III, 33: U.. S.C. A. Gas. 
Risk of collision can ‘be ascertained by 
carefully watching the compass bearing 
of an approaching vessel. If the bearing 
dies not appreciably change, such risk 
should be deemed to exist.’ Inland Rules 
Preliminary, 30 Stat. 96,” 


Should Not Run Into Collision 


(he tug did not change her course, ac- 
cor ng to the uncontradicted evidence. 
“The obligation on the privileged vessel 
In a crossing situation,” the District 
ourt said, “to keep her course and 
speed does not apply when to do so ‘is 
likely to result in disaster. The Senator 
Rice, 2 Cir, 223 F, 524, 527. ‘* * * no 
one has the right to run into collision. 
; One vessel is obviously at fault 
“ocs not justify another in running down 
her or her tow; a navigator may see 
how wrong another is, yet he must still 
avoid collision, if he reasonably can.’ The 


hat 





self, that masters must avoid.’ Ocean 
S. S. Co. v. United States, 2 Cir., 38 F. 
2d 782, 784. 

“The privileged vessel may not hold her 
course and speed after it becomes evi- 
dent that the burdened vessel either can- 
not or will not keep out of the way. The 
Fulton, 2 Cir., 54 F. 2d 467.” In referring 
to the privilege of the holding on vessel 
when faced with a cross-signal from the 
giving-way vessel, the Second Circuit 
was quoted as saying in Postal S. S. 
Corp. v. Southern Pac. Co., 112 F. 2d 
297, 298: “The interest of the holding— 
on vessel in holding her course and speed 
is nil; she is called upon to surrender 
nothing of substance, compared with the 
overshadowing interest of avoiding col- 
lision, or danger of collision.” 

As to the tug’s duty, the court said: 
“Tt was the tug’s duty to answer 
promptly the two one-blast signals of 
the Barnes. She did not do so. It was 
also the duty of the tug in this crossing 
situation, where she had the Barnes on 
her own starboard, to ‘keep out of the 
way of the other by directing her course 
to starboard so as to cross the stern of 
the other steam vessel, or, if necessary 
to do so, slacken her speed, or stop or 
reverse. Inland Rules, 312,7. Art. 19, 33 
U. S. C. A. §204.” 


ROBINSON ON BUYERS’ VIEWS 








Says Post-War Period Will See Buyers 
Taking Active Part in Problems of 
Insurance Business 

American business will take more ac- 
tive interest in its insurance problems in 
the post-war readjustment days and its 
research in this direction will be ampli- 
fied, it is predicted by J. A. Robinson, 
assistant vice president and insurance 

manager of McKesson & Robbins, Inc., 
and a director or Risk Research Insti- 
tute, in the lead article of the October 
“Babaco News.” 

“Business will not dare expose its 
greater values to the greater hazards 
that loom ahead, on the old hit-or-miss 
basis of protection,” Mr. Robinson said. 
“There is going to be more scientific re- 
search into the protection needs, the 
protection media and the protection fa- 
cilities. 

“In the past these details were left 
largely to the underwriters. But it is a 
matter so vital to business and now 
recognized as such, that the future is 
going to see a good deal of joint effort 
between the underwriter and insured, 
with the insured delving into these ques- 
tions on his own. With many a business 
firm paying annual insurance premiums 
well into the hundreds of thousands of 
dollars, it becomes a matter of sound 
business judgment to appraise carefully 
every aspect of the services for which 
these payments are made.” 

Referring specifically to truck cargo 
insurance as one of insurance coverages 
of relatively recent origin and yet one 
of importance, due both to the high 
premiums and the high loss ratios Mr. 
Robinson continued, “We grumble to 
ourselves and ask why any such loss 
ratio should be possible. Well, I think 
we're going ot do more than grumble. 
Unless others do it first, we'll probably 
delve into this loss question. Why 
should losses be so large? Where is the 
responsibility? How can hijackers be 
stopped? 

Additional truck cargo thefts and hi- 
jackings were reported in the October 
“Babaco News,” bringing to $1,100,000 
the 146 such losses reported in the past 





KING LEAVES MARINE FIELD 





Retires From Gough & King, Brokers, 

After 45 Years’ Service; to 

Local Agent in South Orange 

Frank L. King has retired from 
Gough & King, Inc., well known marine 
insurance brokerage concern of 15 Wil- 
liam Street, New York, and from active 
participation in the marine insurance 
brokerage field after forty-five years’ 
service. 

Born in Newark, N. J., Mr. King 
joined Geo. H. Smith & Hicks, marine 
managers for the Home, as an office boy 
in 1900. He was introduced on his first 
day in New York by Mr. Smith to H. H. 
Gough, who was the then office boy and 
who was thus automatically promoted 
to “senior” office boy. There began a 
close friendship which has continued 
to the present date. 

When Geo. H. Smith & Hicks dis- 
solved in 1922, Messrs. Gough and King 
formed a partnership and continued in 
marine insurance. In 1925 the firm was 
incorporated and became Gough & King, 
Inc., Mr. Gough becoming president 
and Mr. King secretary and treasurer. 

For the past fifteen years Mr. King 
has been vice president of the South 
Orange B. & L. Association (organized 
1887) and he now plans a more active 
participation in the affairs of that or- 
ganization. In addition he will enter 
the local agency field, representing the 
Niagara and Pennsylvania for fire in- 
surance and the Fidelity & Casualty and 
American Employers for casualty. His 
new Offices are at 75 South Orange Ave., 
South Orange, N. 

The name of Gough & King, Inc., 
will be retained and the business con- 
ducted in the future by Mr. Gough and 
his son, Alfred H. Gough. 





NAUA DIRECTORS MEET 
Arthur L. Polley Elected Chairman; Gil- 


liams, Vice Chairman; New 
Constitution Adopted 

The board of directors of the National 
Automobile Underwriters Association 
held its first fall meeting on October 10, 
at which time Arthur L. Polley, vice 
president of the Hartford Fire Group, 
was elected chairman for the ensuing 
year and John F. Gilliams,  presi- 
dent of the Camden Fire was elected 
vice chairman. The following advisory 
committee for the coming year also was 
named: 

Milton Kennedy, assistant manager, 
Hartford Fire Group in San Francisco; 
E. R. Voorhis, executive regional mana- 
ger, Royal Insurance Company, New 
York; R. I. Catlin, vice president, "Au- 
tomobile Insurance Company, Hartford; 

Ohlsen, manager, Sun_ Insurance 
Office in Chicago; John H. Dillard, as- 
sociate manager, Fireman’s Fund in At- 
lanta; Tudor Jones, secretary, Aetna In- 
surance Company, Hartford; Arthur V. 





Davenport, assistant secretary, Insur- 
ance Company of North America, Phila- 
delphia. 


The advisory committee is one of the 
association’s important bodies and, as 
now constituted, the geographical repre- 
sentation thereon will meet with gencral 
approval, 

At the membership meeting of the 
NAUA held on October 11, a new con- 
stitution and by-laws prepared as a re- 
sult of recent developments in the gen- 
eral insurance industry, was also unani- 
mously adopted. 





RETURNS TO BUREAU IN VA. 

Charles E. Dietrich, Jr., chief clerk 
for the Virginia Rating Bureau, who 
has been on leave for the duration, has 
received his discharge from the service. 





six months. Analyzing this million dol- 
lars of losses, “Babaco News” showed 
that they occur everywhere, with no one 
metropolitan area having any greater 
share than its pro-rata size and truck 
business warrants. 


H. G. Helm Talk 


(Continued from Page 20) 


chant will not affect him. On the other 
hand, the bankruptcy of an insurance 
company will bring a loss to the policy- 
holder because he has paid for the de- 
livery of protection throughout the term 
of his contract and in some cases it may 
be his right to receive claim payments 
long after the policy has expired. If we 
cannot deliver these thinggs, the insured 
loses the unearned portion of his pre- 
mium and sometimes must pay his own 
loss or claim. Thus the financial stability 
of an insurance company is vitally im- 
portant to every policyholder. 

“Cooperative rate making between 
companies is the most scientific and 
safest way of determining the necessary 
charges to be made for the various 
kinds of insurance. The greater the 
amount of experience gathered together 
by the insurance companies, the greater 
the chance of arriving at an equitable 
premium rate—the one which reaches 
the lowest point without sacrificing 
safety for the policyholder. 

“If the states get the bit in their 
teeth and insist upon radical and un- 
justifiable rate reductions, one of three 
things must happen. Coverage under 
the policy contracts must be drastically 
curtailed and as you know, many state 
Insurance Commissioners would have to 
accept and approve any such changes 
Second, would be a sharp downward 
revision of operating costs and the third 
would be suspension and liquidation of 
our industry. 


Operating Costs 


“This question of rates leads us to the 
current talk about the cost of operating 
an insurance company as being too high. 
Possibly the public thinks it is too high 
but in comparison with other types of 
business, I contend that our industry is 
pretty economical and our accusers 
should know about it. 

“The Twentieth Century Fund pub- 
lished the statement in pre-war days 
that fifty-nine cents out of the average 
retail price dollar is chargeable to the 
cost of distribution. If we take the aver- 
age commission for fire and allied lines, 
we find it is approximately 25%, while 
casualty insurance is a little less, usually 
about 20%. The cost of maintaining our 
field forces—those away from the home 
office—will not amount to more than 
4% for fire and 6% for casualty and that 
is a liberal estimate, according to the 
latest figures published by The Spec- 
tator. 

“Add the two elements together and 
we find that our cost of distribution is 
29% for fire and 26% for casualty—quite 
a bit lower than industry as a whole. 
If the figure 59% is correct as the aver- 
age cost of distribution, that leaves only 
41% to pay for raw material and the 
cost of manufacturing. We find that 
claims payments, our raw material, cost 
according to the latest tables, 43.17% of 
the premium dollar for casualty insur- 
ance and 48.05% for fire. These figures 
do not include home office expenses, 
which is our cost of manufacturing. 
Thus, it is clear that we need not be 
afraid to tell the world about our over- 
head for it is obviously below the aver- 
age. 

“Things which are of common knowl- 
edge to insurance people are not neces- 
sarily things which are known to the 
general public. We all know that our 
forty-eight states have issued and en- 
forced hundreds and even thousands of 
different kinds of regulations and re- 
strictions for the guidance of insurance 
agents and companies. The average per- 
son does not know that our finances, 
claims files, policy forms and rates have 
the attention of the various states and 
that, generally seaking, the interests of 
the policyholder is very well guarded by 
them. If we were to place these facts 
before the public, I believe that there 
would be a decided shrinkage in the 
number of proposed statutory restric- 
tions and a sharp decline in the num- 
ber of people who think that we should 
be loaded down with additional legal 
shackles.” 

















Allen Views Insurance 
Under New Conditions 


TALKS TO NEBRASKA AGENTS 





Says Excessive Taxation May Be Found 
Restraint on Trade; Packaging 
May Go Too Far 





The insurance business has its own 
atomic bomb in the decision of the Su- 
preme Court of the United States in the 
South-Eastern Underwriters Association 
case declaring insurance to be commerce, 


said E. M. Allen, executive vice presi- 
dent, National Surety Corp., in his ad- 
dress before the Nebraska Association 


if Insurance Agents at Omaha, October 
19. However, he predicted that insur- 
ance will find a way to carry on to 
vreater heights operating under inter- 
state commerce laws and _ regulations 
His subject was: “The New World and 
Insurance.” 

“Out of all the conversation and de- 
bate of the past year,” he said, “will 
come a sensible, workable plan of state 
supervision that will enhance the pres- 
tige of insurance and further protect the 
public interest if supervisory authori- 
ties, company management and our law- 
makers will only keep their feet on the 
yround, 

“Too much or too strict supervision 
will be dangerous. There must be some 
attempt made to work out a semblance 
of uniformity where the various state 
laws are concerned. Confusion and con- 
flict as between the states might make 
matters infinitely worse than the mere 
upsetting of a seventy-five year old Su- 
preme Court decision, 

Can Play Leading Part 

“The only way insurance can play a 
leading part in the new world of the 
future is through active, vigorous busi- 
ness leadership of qualified men. Profit- 
ing by the mistakes of the past, insur- 
ance should never go back to the panic 
and timidity that ruled our people in the 
early thirties.” 

Mr. Allen expressed the opinion that 
in the new world, the insurance men 
should take a leading part in stimulating 
all types of business activity. “Rates 
generally have been reduced,” he said. 
“New forms of coverage have been de- 
vised, existing forms broadened, policy 
forms have been simplified and the 
speeding up of loss payments through 
streamlined methods of adjustment all 
have an appeal where the public is con- 
cerned.” 

Mr. Allen said that the reconversion 
problem confronting the insurance busi- 
ness is mental rather than physical; that 
it is definitely confronted with the ne- 
cessity for reconverting, or rather con- 
verting, its mental outlook to prepare it- 
self to extend essential insurance cover- 
age to new enterprises, large and small, 
and perhaps develop itself on an inter- 
national basis. 

New Building Program 

He spoke of the plans for roadway 
and building construction, industrial 
plant expansion and the building of new 
plants and dwellings now in prospect and 
said that the men who carry on these 
projects will need the advice and as- 
sistance of experienced insurance coun- 
sellors “for the simple reason that 
proper insurance protection will be a 
first consideration.” 

Saying that these building programs 
mean business for the insurance agent 
and his companies and that unquestion- 
ably the American agency system will 


be given ample opportunity to prove its 
worth, Mr. Allen continued: 

“There is a trend at the present time 
to develop combinations of coverages 
and a number of these so-called package 
policies are under consideration by some 





ALLEN 


EDWARD M. 


underwriters. Some of these combina- 
tions are good and have a public appeal 
Lut it is entirely possible to go too far 
aud to develop a package policy so com- 
plicated and so involved that it will be 
more of a disturbance than a benefit to 
the field and insurance buying public. 
1 am strongly of the opinion that these 
package policies should not be offered by 
companies until and unless their agency 
forces so recommend and because of a 
known public demand, 


Recent Rate Reductions 
“The recent rate reductions, especially 
in the casualty and surety field, auto- 
matically have reduced the commission 
income of agents. It is needless for me 
to repeat what | have so often said 
about agents’ commissions. Much has 
been written lately about the attitude 
of insurance executives with respect to 
field acquisition costs. In some instances 
where costs are too high they will be 
reduced. It is a mistake however, to as- 
sume that company managements, gen- 
erally, are contemplating any downward 
revision of the commission scale. 
Taking up the matter of costs in op- 
erating insurance companies, Mr. Allen 
said that the taxes collected by Federal 
and state governments and in many in- 
stances by municipalities play a big part. 
He said the insurance business can and 
must stand a reasonable amount of tax- 
ation but that in the final analysis the 
taxes levied by states and even by towns 
and villages come out of the pockets 
of policyholders and if they are con- 
strued to be excessive they may con- 
stitute “an undue burden on interstate 
commerce.” 
He said it has been estimated that less 
(Continued on Page 37) 





O’Mahoney Headliner at 
Federation Lunch Dee. 5 


EXPECT LARGEST CROWD EVER 
Leroy A. Lincoln to Introduce Speaker; 


Arrangements Under Chairmanship 


of Charles S. Ashley 


United States Senator Joseph C. 
O’Mahoney of Wyoming will be the 
principal speaker at the 3lst annual 
meeting and luncheon of the Insurance 
Federation of the state of New York in 
the grand ballroom of the Hotel Com- 
modore, December 5. Leroy A. Lincoln, 
president, Metropolitan Life, will intro- 
duce the Senator. 

Plans are being worked out to make 
this year’s meeting the largest in the 
history of the Federation, with an ex- 
pected attendance of ‘approximately 
1,500. This is one of the largest insur- 
ance gatherings held annually anywhere 
in the country, bringing the company, 
broker and agent together for better 
understanding and cooperative effort. 

Gustave R. Michelsen of Hall & Hen- 
saw, who is chairman of the Federa- 
ton’s executive committee, has ap- 
po'nted a special committee for this 
event. The luncheon committee is under 
the chairmanship of Charles S. Ashley, 
Maryland Casualty, and includes the 
following: 

G. A. Buckingham, New York Board 
of Trade; W. F. Beyer, Home of New 
York; Chas. P. Butler, Insurance Co. of 
N. A: Clancy D. Connell, Provident 
Mutual and president, National Associa- 
tion of Life Underwriters; C. L. Des- 
pard, insurance broker; Floyd N. Dull, 
Continental Casualty; W. R. Ehrmann- 
traut, American Surety; Jas. P. Fordyce, 
Manhattan Life; James R. Garrett, Na- 
tional Casualty, and vice chairman, Fed- 
eration éxecutive committee; J. E. Lewis, 
Aetna Casualty & Surety; R. M. Mc- 
Claskey, Travelers; A. R. Quaranta, 
Marsh & McLennan; Wm. A. Riordan, 
Aetna Life Affiliated Companies; H. 
Salmon, Jr., Johnson & Higgins, and A. 
Cc. Seymour, Eagle Indemnity. 

The committee urges that reservations 
for the luncheon be made at once. 











Conn. General Liberalizes 


Travel A. & H. Coverage 


The Connecticut General Life has an- 
nounced a liberalization in its under- 
writing of accident and health insur- 
ance for persons contemplating foreign 
travel. Because of improving conditions 
throughout the world, the company is 
now willing to consider civilians travel- 
ing anywhere except Asia (including 
Japan and Formosa). Present policy- 
holders who plan to travel abroad can 
in most cases, have the coverage of their 
existing policies continued. In addition 
the Connecticut General will issue acci- 
dent insurance with world-wide ground 
coverage to airline personnel and is au- 
tomatically removing territorial limita- 
tions from existing policies. 

Passenger flying coverage for airline 

(Continued on Page 36) 
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FORGERY BONDS— 
BURGLARY INSURANCE 











15th Anniversary of 

Fireman’s Fund Ind. 
BEING CELEBRATED TODay 
First V. P. Richard V. Goodwin Host at 


Waldorf-Astoria Luncheon to Original 
Employes; Company’s Progress 








The Fireman’s Fund Indemnity, which 
was organized in 1930 by the old estab- 
lished Fireman’s Fund Insurance Co, 
will observe its fifteenth anniversary on 
October 20 and in appropriate recogni- 





Bachrach 
RICHARD V. GOODWIN 


tion of this milestone Richard V. Good- 
win, first vice president of the company, 
will be host at a luncheon today (Octo- 
ber 19) in the Waldorf-Astoria Hotel, 
New York, to the original department 
heads and staff members in the Eastern 
department of the Fireman’s Fund In- 
demnity. 

Launched in 1930 with paid-in capital 
of $1,000,000 and surplus of $3,000,000 
the company under careful leadership 
and guidance made progress from the 
start. One of its leading organizers was 
the late Eugene F. Hord, first executive 
vice president of the Fireman’s Fund 
Indemnity, who was compelled to retire 
from business because of ill health at 
the end of 1933. Appropriate tribute will 
be paid to his name and deeds at to- 
day’s luncheon, ; 

Dividend Paying Record 

Outstanding in the career of the com- 
pany is the fact that it started paying 
earned dividends to stockholders in the 
fifth year of its existence and has conr- 
tinued to pay them regularly ever since. 
The record also shows that after its 
first three years the company started 
to earn an underwriting profit and has 
not missed a year since then to date. 
Its officers also take satisfaction in the 
fact that it was never necessary—even 
in the depression years of the 193(’s— 
to ask the parent company, Fireman’s 
Fund Insurance Co., for any additional 
money. 

As to premium writings, the volume 
has grown from $1,500,000, produced in 
its first twelve months, to the 1944 peak 
production of nearly $10,000,000. The 
aggregate loss ratio dropped nearly nine 
points in 1 to 49.3% as experience 
benefited from run-off of the substan- 
tial loss reserves established by [ire- 
man’s Fund Indemnity in recent years. 
Expense ratio was up fractionally last 
year to 33.3%, and the combined figure 
of 82.6% was the most favorable yet 
—- by the company. 

As of December 31, 1944 the company 
had total assets of $21,000,000 and sur- 
plus to policyholders of $6,263,000. In 
this connection it is significant that 
Western National Indemnity Co., its 
running mate, which is being developed 
almost on the same basis as Fireman’s 
Fund Indemnity, reports total assets of 


(Continued on Page 36) 
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Insurance Advertising Conference Annual Meeting, Oct. 17-18 





Direct Mail Subject 
Of Buckley’s Speech 


ADDRESSES AD CONFERENCE 





Suggests Formation of Test Laboratory 
to Make Experimental Campaigns; 
Says Direct Mail Pays 





Formation of a test laboratory to make 
experimental campaigns was recom- 


mended to the Insurance Advertising 


Conference by Earle A. Buckley, presi- 
dent of the Earle A. Buckley Organiza- 
tion, Philadelphia advertising firm spe- 


cializing in direct mail and sales pro- 
motion, in his address before the con- 
ference in New York City. October 18. 

Speaking on the subject, “Direct Mail 
—\Vill It Pay Its Way in the Insurance 
3usiness?” Mr. Buckley said that one 
answer to the question lies in his sug- 
cestion for a test laboratory. Through 
such a laboratory, he said, different 
types of direct mail could be tried out 
under different conditions and a library 
for results which would be accessible 
to every member of the organization 
should be set up. Then, he said, the ad 
men would have a definite answer to the 
question of whether or not direct mail 
will pav its way in the insurance busi- 
ness. That, he said, is the best method 
of getting a practical and dependable 
answer to the question. 

Direct mail, he said, cannot fail: “Tf 
there’s a need for the product or service 
it is advertising; if your proposition is 
a good one; if you make it to the right 
people: if you prepare it from the 
reader’s viewpoint; if it isn’t handi- 
capped in any way.” 

Three Groups of Prospects 

In preparing for a direct mail cam- 
paign, Mr. Buckley said that there are 
three kinds of prospects: the group that 
is ready and anxious to buy. the group 
that can be sold if given sufficient rea- 
son and the one that will never buy. Ob- 
viously, he said, the direct mail cam- 
paizn should be directed toward the sec- 
ond group. All sales effort should be 
aimed at this groun and the selling and 
advertising story should include enough 
information to make the prospect want 
the narticular kind of insurance and the 
particular kind of policy which is being 
featured. 

Mr. Buckley gave the following point- 
ers on preparation of a direct mail cam- 
paion: 

“Don’t start writing too soon. Make 
an analysis of the prospects you expect 
to work on, get some idea of the kind 
of people they are and do vour best to 
visualize their insurance problem. As far 
as possible, place yourself in a position 
to talk about your policy in terms of 
their needs. In order to do that, you 
have to have some idea of what their 
needs are. Second, be clear in your mind 
as to exactly what your objective is. It 
might be to simply pave the way for a 
telephone call arranging for an appoint- 
ment. Or it might be paving the way for 
a personal call without any previous an- 
Dointment arranged. And it might be 
that you should go after inquiries. Be- 
ing clear in your own mind as to exactly 


(Continued on Page 36) 


Klein on Radio “ Medium 


For Customer Relations 


Participating in the panel discussion 
on public relations at the first session 
of the Insurance Advertising Conference 
in New York October 17, Henry Clay 
Klein of MacFarland, Aveyard & Co., 
New York, expressed a preference for 
the term “customer relations,” rather 
than “public relations.” 

His own company, he said, considers 
“the real heart of customer relations as 
that contact with new or old customers 
in the business of insurance, whether 
it concerns the sale of a new policy, 
the servicing of an old policy or the 
paying of a claim, large or small. It 
concerns every contact we have with 
the public we serve whether through 
the written word, through advertising, 
through publicity, through correspond- 
ence, through radio, through the spoken 
word and even the telephone operator 
at our switchboard. If our customer re- 
lations program is to bring us a greater 
return for our dollar, then it must be 
definitely aimed to, sooner or later, 
benefit the public—your customers.” 





Smiley Sums Up 


(Continued from Page 18) 


64 C»members and 2 honorary members. 
He expressed satisfaction with the new 
members’ breakfast conference held that 
morning, which had been originated by 
Harold J. Graham, Hartford Accident & 
Indemnity Co., chairman of the mem- 
bership committee. 
Bank and Agent Plan 

Mr. Smiley spoke with appreciation 
of the work of the Bank and Agent 
Auto Plan committee, of which Harry 
G. Helm, Glens Falls, former president 
of the IAC, is chairman. He expressed 
regret that a speaking engagement else- 
where prevented Mr. Helm’s presence, 
but said that the report on the Bank and 
Agent Auto Plan would be made by R. 
E. Brown, Aetna Life Affiliated Cos., 
member of the committee, whose com- 
panies produced the film on the sub- 
ject, shown later before the conference. 
Mr. Smiley said there is “a keen and 
cumulative interest” among conference 
members in the plan. 

Applauding the IAC bulletins, “visits- 
by-mail” produced by Clark Smitheman, 
Insurance Co. of North America, Mr. 
Smiley said credit also should go to Mr. 


Smitheman for having inaugurated in- 
terchange of samples of mailing pieces. 
“Whether or not these enclosures in- 
spired a spirit of competition,” he said, 
“they certainly established the fact that 
the sign ‘closed for the duration’ did not 
appear on the doors of fire and casualty 
advertising departments.” 

Mr. Smiley said that Sidney Holt, su- 
perintendent of publicity of the Aetna 
Fire Group, has continued as IAC ob- 
server at meetings of the National 
Board of Fire Underwriters, thereby 
maintaining a contact which is most im- 
portant. Turning to the speakers’ bu- 
reau project, he said: 

Speakers’ Bureau Delayed 

“A project which we were optimistic 
enough to inaugurate on the strength 
of our hopes that restrictions on travel 
and hotel accommodations might be 
lifted was the speakers’ bureau. Need- 
less to sav, the capable chairman of this 
project, E. E. Sterns, Travelers, cou'd 
not do any launching under the circum- 
stances. If the chairmanship is allowed 
to remain on the ways, however, I be- 
lieve the launching and subsequent ac- 
tivities of the speakers’ bureau will be- 
come one of the projects which will 
make good readings in our bulletins be- 
tween now and our next meeting.” 

Mr. Smiley complimented J. A. Gern- 
hardt, National Surety Corp., secretary- 
treasurer of IAC, and Theodore Bud- 
long, National Board of Fire Under- 
writers, vice president, on their com- 
petence in arraneing for the meeting, 
and said in conclusion: 

“A quick flip of my epigram book 
turned up the aphorism, ‘It’s good to be 
gratified but dangerous to be satisfied.’ 
Let it be said that we hold these meet- 
ings because we are not satisfied. We 
are seeking new ways and better wavs 
to make advertising, publicity and pub- 
lic relations the strong forces they 
should be in the insurance business. The 
executive committee invites your sug- 
gestions and- constructive criticisms. 
We've had several since the last meet- 
ing; we want more before the next 
meeting. To epigramatize in conclusion, 
‘The biggest room in the world is the 
room for improvement.’ In that sense, 
the IAC is always looking for new quar- 
ters—and any day can be moving day.” 


TO MEET OCT. 22 IN CHICAGO 

The executive committee meeting of 
the National Association of Casualty & 
Surety Agents will be held October 22 
at Ambassador East Hotel, Chicago, 
with William D. O’Gorman, prominent 
Newark general agent, presiding as 
chairman of the committee. 
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Pink Favors Weee Hand 
For MacArthur in Japan 


SPEAKS ON THE PHILIPPINES 





Tells Ad Men America Must Keep 
Promise of Independence but Islanders 
Would Prefer Statehood 





It is in the interest of the Philippines 
and of the civilized world that General 
MacArthur be 
the salvation of the new Japanese Com- 
monwealth without too much interfer- 
ence from afar, said Louis H. Pink, 
president of Associated Hospital Service 
of New York, 
of Insurance of New York, in his ad- 
Advertising 
Conference at the luncheon which was a 


permitted to work out 


former Superintendent 
dress before the Insurance 


feature of the second day of the annual 
meeting, October 18. 

Further, Mr. Pink concluded: “A free 
Philippines backed by the United States 
will have great influence in developing 
self-governing peoples on sound lines in 
the East Indies, Indo-China, Korea and 
other areas inhabited by people who 
seek to work out their own salvation 
and their own destiny.” 

Mr. Pink’s observations were based 
on a personal survey of conditions in the 
islands, as he has recently returned from 
his mission there as special insurance 
adviser to President Osmena and chair 
man of the Citizens Conference on In- 
ternational Economic Union. 

Independence for Philippines 

Mr. Pink said that since his return, 
the question most frequently asked him 
is: “Do the Filipinos want independ- 
ence?” He expressed the belief that 
they would prefer statehood but if state- 
hood is not obtainable—and he expressed 
the fear that for “practical political rea- 
sons of which we cannot be proud” 
statehood is unobtainable—then the ma- 
jority of the people of the islands prob- 
ably prefer independence to the contin- 
uation of a territorial arrangement. 

Scotching the frequently expressed 
opinion that the Philippines are — 
nated by American capital, he said: 
is to the great credit of the people of 
the United States that despite more 
than forty years of control this is not 
the case. We have not exploited the 
Philippine Islands, their people or their 
rich natural resources. American capi- 
tal has helped develop agriculture and 
industry, public works, mining, sugar, 
hemp, cocoanut oil and tobacco. But 
the banks and insurance companies, the 
industries and the land are not owned 
by outsiders but by the people of the 
Philippines. The owners of the wealth 
and industry of the island are Fili- 
pinos, and particularly Mestizos, the 
vigorous and active people who spring 
from the mingling of the blood and cul- 
ture of the Malay, the Spaniard and the 
Chinese.” 

As to whether or not the islands are 
ready for independence, Mr. Pink said, 
that is largely a matter of opinion, but 
he added: 

“It is not a question which the people 
of the United States can answer. They 
have pledged their faith to independence 
for the Philippines by July 4, I 
we were to reconsider this question 
which our Congress, our Presidents and 
our responsible statesmen have settled 
with the seal of our national good faith, 
the whole world would lose confidence 
in our integrity. All of our promises 
in the Atlantic Charter and other his- 
toric pronouncements would be consid- 
ered meal in the mouth by a _ world 
already bitter and skeptical. We can- 
not afford to impair our influence for a 
more unified and democratic world so- 
ciety by a retreat from our promise to 
the people of the Philippines. Only the 
Philippine people themselves can recon- 
sider, and I doubt if they will unless 
statehood is offered as an alternative.” 
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Need of Better Public Relations Seen 


In Accident & Health Insurance 
By P. W. Stave 


Assistant Secretary, Lumbermens Mutual Casualty Co. 


Is the accident and health business 
really the bad boy of insurance? That 
this impression exists in the public mind 
cannot be denied. What is worse, it also 
exists in the minds of insurance people 
in other fields. Agents company 
men share this belief and all too often 
prejudiced against accident and 


and 


hecon 
health 
prejudice is quite unjustified and arises 


insurance. By and large, this 


from a misconception or misunderstand- 
ing of the source of the evil. 

It is true that more complaints are re- 
ceived by Insurance Departments with 
respect to accident and health insurance 
It makes no differ- 


than anv other line 


that these complaints are largely 


ence 

unjust‘fied. People arrive at conclusions 
without due consideration for the rea- 
son. It is perfectly natural that there 
should be more complaints and the rea- 
son for this will be apparent when the 


s considered. 


nature of the coverage 

Naturally very few Insurance Depart 
ment complaints result from lability in- 
surance. Certainly few complaints are 
made by hability policvholders them- 
selves. Under such policies, the claim 
relations are between the company and 
the claimant, who is always some third 


party rather than the policyholder. If 
the claimant is not satisfied, he engages 
a lawyer: he seldom files a complaint 
ith the Insurance Department. His 
claim agamst the company does not 
irise out of his having contracted with 
the insurance company. He_ has no 


rights under the policy: his rights arise 
from the assured’s negligence. 
Most Complaints Unjustified 
In the case of life insurance, there is 
likewise little occasion for complaint. A 


life insurance policyholder is dead or 
he is not dead and there is never any 
difference of opinion on this point, al- 
though there may be a difference of 


opinion regarding the cause of death. 
In the field of fire insurance, there is 
tt'e difference between the policies of 
different companies; hence the policy- 
} doesn’t stand to receive benefits 
from one policy which he would not re- 
eive under another. In other words, 
fire insurance policies are standardized 
nd almost all companies use the stand- 


older 


ard form. In contrast there are liter- 
ally dozens of different accident and 
health policies, which result in a ten- 


'ency to judge of one by another, al- 
though they may not be alike. 

\n actual investigation of complaints 
Insurance Departments 
that nearly all such complaints 
are quite unjustified. People often com- 
plain when they have no valid basis for 
complaint. It is easy for a man who 
a limited type of policy to per- 
suade himself that he ought to be cov- 
ered for losses which may not be cov- 
ered under his policy. This gives rise to 
many complaints. To illustrate, a man 
may carry a policy covering automobile 
accidents only. He sustains an injury 
which is not properly covered under 
such a policy. He easily persuades him- 
self that his injury ought to have been 
covered, because it might have been 
covered under a different form of policy. 
He complains to his Insurance Commis- 
sioner, which at least affords him some 


received by 


shows 


carries 





relief for the irritation of not having 
paid more money and obtained broader 
coverage. 

Personal accident policies range in 
price all the way from $1 to $100 or 
more. The very multiplicity of policies 
is bewildering. To persons accustomed 
to standardized policy forms, such as 
workmen’s compensation, fire insurance, 
boiler policies, etc., the multiplicity of 
different accident and health policies is 
not only bewildering but even irritating. 
Yet the needs of the public vary widely 
and accident and health companies are 
expected to satisfy all these varving 
needs with just the right type of policy. 
That they do accomplish this is a tribute 
to their ingenuity and resourcefulness. 

Coverages must be adapted to the 
needs of many different peonle. How 
ereatly these needs vary will be evi- 
dent upon a little reflection. Not only 
do they vary as between people in dif- 
ferent occunations, but also as between 
people of different aze groups, and in 
different financial circumstances, etc. 
Some people desire protection against all 
accidents and illness. Some desire pro- 
tection against only accidental injuries. 
Some mav desire protection against only 
certain injuries. such as automobile in- 
juries, aviation injuries, or foreign travel 
accidents. Some are willing to pay for 
coverage for a maximum period of time, 
i.e., lifetime indemnitv; others are sat- 
isfied with benefits for various limited 
periods of time. 


Wide Variety of Coverages 


having volunteer fire denart- 
ments want accident insurance acainst 
the hazards to which their volunteer 
firemen are exnosed while in line of 
duty. This coverage is made ava'loble. 
Prep schools and colleges may want ac- 
cident insurance against the hazards of 
athletic activity, and the business fur- 
nishes such protection. When the need 
arose for war injury insurance, the busi- 
ness brought out a policy to fill that 
need. It would take more space than 
this paper affords to list all the various 
purposes for which accident and hea'th 
insurance is soucht by the public. 

It should not be held against the acci- 
dent and health business that it fur- 
nishes a wide variety of coverages 
adapted to the special needs of people 
in every walk of, life and under every 
condition of exposure. It is to the credit 
of accident and health underwriters that 
they do this very thing. A man may 
contemplate a trip by airplane and he 
wants additional protection against avia- 
tion accidents. He can obtain it with- 
out paying one cent more than is re- 
quired to cover the particular hazard 
against which he wants special protec- 
tion. Some people lay great stress on 
the non-cancellable feature, and the 
business gives them what they want. 
All people cannot afford to buy the 
broadest coverage; many can only afford 
limited policies, and so the business 
furnishes such policies. 

The result is that this one line enables 
thousands of independent agents to 
realize a good living in selling accident 
and health insurance exclusively. Other 
thousands of agents are able to increase 
their commission income materially by 
selling accident and health insurance in 
connection with the line or lines to 
which they devote their major effort. 

It would be strange if some misunder- 
standing did not arise regarding this 
great variety of coverage. The surpris- 


Towns 





O’Connor on Cost of 
Social Security Plans 


ADDRESSES COLORADO AGENTS 


Says Sound Economy Could Not Bear 
Burden of Wagner Program; Reali- 
ties Must Be Faced 


Realities of social security and the 
cost of current proposals were consid- 
ered by E. H. O’Connor, executive direc- 
tor of the Insurance Economics Society 
of America in his address before the 
Colorado Association of Insurance 
Agents at Denver, October 19. He said 
that every man wants security for him- 
self and his fellows but the big prob- 
lem is to develop a plan which will not 
cost more than people are willing and 
able to pay. He expressed the opinion 
that proposals looking toward expansion 
of the present compulsory social security 
system—would cost too much. 

Discussing the Wagner-Murray-Din- 
gell bill now before Congress, he said 
private sources have estimated that the 
immediate annual cost under this meas- 
ure would be $10,000,000,000 and the ulti- 
mate cost would reach $15,000,000,000. 
The full Wagner program, he said, 
could absorb from 8% to 12% of the na- 
tional income and since not all income 
is earned, this would mean from 12% 
to 16% of pavrolls. He continued: 

Would Disrupt Economy 

“A careful study of foreign experience 
confirms the conclusion that no sound 
economy can bear such a cost and still 
maintain the momentum of private in- 
centive and enterprise. In other words, 
a compulsory social security system 
which greatly exceeds 10% of payroll in 
cost is likely to seriously disrupt eco- 
nomic life and that fact will hold true 
regardless of the dcvice or devices em- 
ploved to finance the cost. 

“The advocates of the Wagner bill, 
whenever they have met these distaste- 
ful facts face to face, have parried them 
easily. They hold that if private enter- 
prise cannot produce the income which 
will support their plan, then Govern- 
ment planning in the economic field 
must replace free enterprise. In other 
words, if free enterprise cannot do the 
job, then Government must and will 
step in. 

“One needs only to study the Bev- 
eridge proposal for expansion of the un- 
employment system in England, to 
realize how absolute that threat is. Bev- 
er'dge, much of whose strength stems 
from his realistic views, has not hesi- 
tated to recommend severe economic 
control measures in order to support his 
plan. In doing so, he has given added 
streneth (if any were needed) to the 
already well substantiated contentions of 
Friedrick A. Hayek, in his now famous 
book ‘The Road to Serfdom.’ Mr. Hayek 
points out that England and the United 
States are fighting totalitarianism with 
one hand and, with the other, driving 
stead'ly further along the same road.” 


Center on Benefits 
Mr. O’Connor discussed the health in- 
surance and medical care provisions of 
the proposed Wagner bill, pointing out 
that discussions of compulsory health 
insurance are seldom conducted on a 
realistic basis but are centered on bene- 
fits “without paying attention to some 
of the accompanying features, none of 
which we have bargained for and few 
of which we would welcome. For in- 
stance, an enormous bureaucracy to ad- 
minister such a system, the human ele- 
ment and the part it plays in claiming 
excessive health insurance benefits, the 
political interest which may find fertile 
grazing in the broad and green pastures 

of sickness, real or imaginary. 
“The administration of the vast sys- 





ing thing is that more misunderstanding 
does not arise. 

Misunderstanding gives rise to preju- 
dice. People naturally become prejudiced 
against anything they do not under- 
stand. The way to dispel such prejudice 
is through education and better public 
relations. The place to begin is in the 
insurance industry itself. 








CASUALTY MAN _..... 


all retrospective adjustment ex. 
perience necessary. Must also 
have some actuarial knowledge 
and experience. Starting salary 
between $3000 and $4000 yearly. 
This is an unusual opportunity 
with one of the largest stock casu- 
alty companies. Replies musi in. 
clude age, education, background 
and experience. Confidential. Box 
1621, The Eastern Underwriter, 
41 Maiden Lane, New York 7, 
New York. 
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tem proposed would require in _ this 
country, as it has in others, a bureau- 
cracy comparable only to those which 
we have known and endured during the 
Second World War. The degree of au- 
thority exercised over the daily lives and 
interests of the people by the bureau- 
cracy necessary to administer a compre- 
hensive health insurance and medical 
care system has never been equaled in 
peace times in this country. Would the 
exercise of this authority, which has 
irked us so much in a time when patri- 
otic fervor was at its highest, be more 
bearable in times of peace ?” 





COMPLETES FIRST YEAR 


A. & H. Department of Bankers Na- 

tional Life Shows Encouraging Growth; 
Popular Features of Policy Setup 
The accident and health department of 

the Bankers National Life completed its 





ROBERT P. DIFFENBAUGH 


first full year on October 10, and under 
the management of Robert P. Differ 
baugh encouraging progress has_ beet 
made in this time. Even though the 
complete A. & H. kit of policies pre 
pared for agents’ use was not reiease? 
until early in 1945, the business pr: duced 
since March of this year has shown af 
increase month after month. Peak 0 
production was reached in September 
while October’s A. & H. writings 2 
the Bankers National promise to surpass 
all previous months. es 
Two most popular features of the 
policy setup are (1) the incorporatio 
in the policies of an insuring clause 
providing for disability coverage throug! 
accidental bodily injury; and (2) all 
benefits in the policies are increased 9” 
by payment of the premium on an annudl 
basis. Manager Diffenbaugh report 
that a large portion of the busincss ha 
been written to date on this bass. 
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Bridges Testifies on 
Disabled Workers’ Aid 


| BEFORE CONGRESSIONAL BODY 





| Zurich Man Gives Insurance Co. View 


on Employment of Physically Handi- 
capped; Author of Book 





Clark D. Bridges, director of conser- 
vation services for the Zurich Insurance 
Companies, Chicago, testified before a 
congressional committee in Washington, 
Dp. C., on October 10, in connection with 
the employment of the physically handi- 
capped. The hearing was conducted by 


F the sub-committee on aid to the physi- 


cally handicapped, House of Representa- 


> tives’ committee on labor. Howard M. 


F Starling, 
© office, Association of Casualty & Surety 


manager of the Washington 


> Executives, accompanied Mr. Bridges to 
this hearing. 


F adequate 


In his testimony Mr. Bridges ex- 


plained that in states which do not make 


compensation provisions for 


© second injuries producing permanent dis- 
| ability, employers are reluctant to as- 


> sume the moral or legal hazard involved 
> in hiring workers with disabilities which 
' would be aggravated by 


such subse- 


quent injuries. However, in the rating 


of plants for compensation insurance 


| purposes there is no discrimination be- 
' tween the plant which hires disabled 
© persons and the plant which does not. 


' consideration of 


The satisfactory employment of dis- 


abled workers depends upon their selec- 


tive placement, he pointed out, with full 
i ability, safety and 


health factors. Mr. Bridges then cited 


studies indicating that, when properly 


' sclected, trained and placed, the handi- 


‘capped worker is likely to 
© able-bodied fellow-worker, but when im- 


excel his 


» properly placed he may compare unfav- 


' duction and safety. 


orably from the standpoint of both pro- 
The insurance in- 
dustry, he said, is helping solve the prob- 
len of the handicapped worker by de- 
veloping instructional booklets for em- 
ployers and conducting training insti- 
tutes for safety engineers. 

Mr. Bridges is the author of a book 
on “Job Placement of the Physically 
Handicapped,” which will be published 
by the McGraw-Hill Book Co. about 


January 1. 





Va. Safety Responsibility 
Act Faces First Test Case 


A writ of mandamus petition has been 
filed against C. F. Joyner, Jr., Virginia 
motor vehicle commissioner, with Su- 
preme Court of Appeals of that state, by 
B. R. Wood of Richmond. In the first 
test case of the Virginia safety respon- 
sibility act, Mr. Wood claims that he 
was refused license plates for his car 
until he filed proof of financial respon- 
‘ibility with the division of motor vehi- 


cles. The court allowed fifteen days for 
an answer to the petition to be filed. 
The petitioner asserted that he had com- 


mitted no violation of the safety re- 


sponsibility act between the time the act 
became effective on January 1, 1945 and 
adate three months later when he was 
retused a license. 





| TRAVELERS PEOPLE IN SERVICE 


> Of the home office and branch office 
pcivioves of the Travelers Insurance 
FOS. “no went into the armed forces 
p°! the United States and Canada 39% 
Bea nmissioned as officers, according 
“a survey completed in September. The 








ice } 
turns 
Similar 
Commissions, 


number who wore the uniform of 


ithe A rmy, Navy, Marine Corps, WACS, 


VES and SPARS was 1,924, and the 
tr who received commissions was 


‘ilar survey of the 2,039 agents 
l'ravelers who were in the serv- 
s not yet been completed but re- 
so far received indicate that a 
Percentage of agents received 


TWIN CITY A. & H. MEETING 

At the October meeting of the Twin 
City Accident & Health club held at the 
St. Paul Athletic club Oct. 12, the work 
of the national planning committee was 
explained by Marion Houston, general 
agent, Washington National at Kansas 
City. A round table discussion followed. 
The program was in charge of E. J. Le- 
Clair of the North American Life & 
Casualty. It was announced that the 
membership of the club has doubled in 
the past year. Martin Imm of the St. 
Paul Hospital & Life, will be the speaker 
at the November meeting. 





Honored at Luncheon 

Frank X. Malley, vice president, and 
C. C. De Rosa, assistant secretary and 
assistant treasurer, both of American 
Re-Insurance Co., were given a lunch- 
eon recently in recognition of their re- 
spective twenty-five years of service 
with the company. The affair, held at 
the Lunch Club of Wall Street, was ar- 
ranged by their fellow officers in the 
American Re., and each was presented 
with a handsome pocket watch suitably 
inscribed. In addition Mr. De Rosa re- 
ceived a pen and pencil set from mem- 
bers of the staff. 


American Motorists Elects 
H. L. Kennicott Secretary 


H. L. Kennicott, secretary of the Lum- 
bermens Mutual Casualty and National 
Retailers Mutual, has been elected sec- 
retary also of the American Motorists. 
He has been associated since 1917 with 
the Kemper Group, in which he is now 
serving as director of public relations. 


G. LYNN SCOTT DEAD 
G. Lynn Scott, 46, Chicago A. & H. 
manager of the Massachusetts Bonding 
since 1922, died recently. 














Reinsurance 
Lessens the Shock! 


With the lifting of wartime restrictions, work- 
men’s compensation insurance may be your 
number one problem. 

The pent-up demand for construction of all 
kinds will result in a rapid, perhaps too rapid, 
expansion of our building industries. New 
methods and materials may affect the experience. 
Reinsurance will reflect these developments. 

We invite you to consult our underwriters. 
Perhaps the experience they have acquired in 
these changing times will be of value to you. 


Casualty, Fidelity & Surety 


Reinsurance 


™ BACESS 


INSURANCE COMPANY OF AMERICA 
NINETY-NINE JOHN ST., NEW YORK CITY 
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MAJOR BOLES BACK WITH CO. 





General Reinsurance Official Served 
Over Three Years with AAF; 
Enlisted as Private 

Major Alan E. Boles, assistant secre- 
tary of the General Reinsurance Corp., 
who has been in the Army Air Forces’ 
service since July, 1942, is now back with 
the company and resuming his under- 
writing duties. Enlisting as a private. 
he went to OCS at Miami Beach, and 
then to Harvard University where he 
received his commission as second leu- 
tenant. 

In recognition of outstanding v or 
with the AAF he won his majority in 
about two years’ time. For fifteen 
months he was stationed at Colorado 
Springs with Headquarters, Second Air 
Force, following which he was prcemted 
to chief of the aircraft and equipment 
division of Headquarters Air Force; at 


Bolling Field, Washington, D. C. 


Lt. Com. J. T. Harrison, Jr. 
Cited for Atlantic Duty 


Tohn T. Harr’son, 
father is a_part- 





Lieut. Commander 
Ir. USNR, whose 
ner in Flynn, Harrison & Conroy, 
New York, recently received a c'tation 
and commendation ribbon from the 
Commander-in-chief, United States / t- 
lantic Fleet, for h's outstand'ng lovalty 
and devotion to duty as chief staff offi- 
cer on the stoff of Commander Fleet 
Airship Wing One from February, 1944, 
until June, 1945. During this time the 
airship squadrons of that command were 
engaged in anti-submarine warfare in 
the Eastern sea frontier of continental 
United States. The citation reads in 
part: 

“Lieutenant Commander Harrison in his ca- 
pacity as Chief Staff Officer, with collateral duty 
as Operations Officer, rendered valuable as- 
sistance to his commanding officer in the de- 
tailed administration of the airship squadrons, 
their training logistic support while they 
engaged in patrol, search and general 
warfare over a widespread area. 


and 
escort, 
anti-submarine 


He exhibited initiative, perseverance and un- 
usual aptitude in his performance of duty 
throughout that period and assisted materially 


in directing the effective employment of airships 
and personnel. 

“The judgment, devotion to duty and ca- 
pacity for organizational and administrative work 
displayed by Lieutenant Commander Harrison 
reflect great credit upon himself and the United 
States Naval Service.” 

Commander Harrison, who in civilian 
life is an associate in the Flynn, Harri- 
son & Conroy firm, expects to receive 
his release shortly from naval service. 





F. M. Fossett Has Joined 
U. S. Casualty in N. Y. 


Frank M. Fossett, who for the past 
four years has served as a captain in 
the Army Air Forces, joined the United 
States Casualty on October 15, assigned 
to its metropolitan New York production 
department. Mr. Fossett has had nearly 
twenty years’ experience in the casualty- 
surety business and prior to his army 
service was connected for thirteen years 
with Warfield-Roloson Co., large Balti- 
more agency as head of its casualty de- 
partment. Prior to that he was with the 
Maryland Casualty as a special agent 
operating in Baltimore and Washington, 
be @ 


With the AAF he was stationed at 
various air fields in Texas and gave 
creditable service as an instructor. His 
insurance career started about twenty 
years ago with the Maryland Casualty. 





20TH ANNIVERSARY PARTY 


The Accident & Health Club of New 
York will celebrate its twentieth anni- 
versary on October 23 at a dinner party 
which will be given under the auspices 
of a committee of past presidents at 
Fraunces Tavern, New York. Hugo 
Henn, Indemnity Co. of N. A., is chair- 
man of this committee. Only business to 
be transacted will be selection of a 
nominating committee to prepare a slate 
of officers for 1946. 


Fireman’s 


Fund Indemnity Anniversary 


(Continued from Page 32) 


close of 1944 
of nearly 
companies 
assets and 
pren ium 


nearly $9,500,000 at the 
and net premium writings 
$4,000,000, thus giving both 
more than $30,000,000 in 
about $14,000,000 in annual 
volume. 
Goodwin in Spotlight 
Considerable credit for the growth of 
Fireman’s Fund Indemnity is due to 
Richard V. Goodwin who succeeded Mr. 
Hord as vice president early in 1934. 
He was promoted to second vice presi- 
dent in May, 1940 and to first vice 
presidency in October, 1943. In point 
of service Mr. Goodwin is the senior 
employe in the Eastern department. In- 
terestingly he started with the com- 
pany on October 20, 1930, his mother’s 
birthday, and on the same day his son, 
Richard V., Jr., was born. 


This is Mr. Goodwin's thirty-third 
year in the casualty-surety business 
which he has served with distinction. 


Today he is vice president of the Asso- 
ciation of Casualty & Surety Execu- 
wig vice president, New York Board 
f Trade; a member of the Insurance 
Board of the State of New York; chair- 
man of the Federal legislation sub- 
committee of the C. & S. Association; 
past president of Casualty & Surety 
Club of New York; past president of 
the Empire State Society, Sons of 
American Revolution, and present vice 
president general, National Society, 
SAR. 
Careers of Original Employes 

Of the original group of employes in 
the Eastern department of Fireman’s 
Fund Indemnity, eight date back to 
Maryland Casualty days in their asso- 
ciation with Mr. Goodwin and_ thus 
have served with him for twenty-five 
years or more. The complete list em- 


braces: Henry E. Knoblock, assistant 
vice president in charge of casualty 


underwriting and general administra- 


tion, whose career started in 1913 with 
Maryland Casualty; Robert H. Caplan, 
Jr., assistant secretary in charge of 
accounting and _ statistical departments 
who began with the Travelers in 1920; 
Edward C. Meehan, manager of the 
metropolitan department, whose first 
connection was in 1915 with Maryland 
Casualty in Brooklyn; John Leslie Earl, 
manager, compensation and liability de- 


partments, who also began with the 
Maryland in 1919; William H. McKin- 
ney, manager, burglary and glass de- 


partments, who learned the business un- 
der William F. Moore, late head of the 
plate glass bureau bearing his name. 
Also, Charles A. Wolf, assistant man- 
ager, agency department, whose experi- 
ence goes back to 1918 when he started 
with the Hartford Accident & Indem- 
nitv; Robert S. Elberty, manager, safety 
and engineering departments, whose 
background in this field dates back to 
1914 with the Workmen’s Compensation 
Service Bureau and who rendered valu- 
able service to the Government in World 
War I with the U. S. Ordnance Depart- 
ment; Robert H. Kirkcaldy, safety en- 
gineer, a product of the Aetna Insur- 
ance Co. which he joined in 1929; Ed- 
ward FE. McGrath, manager, payroll 


audit department, who began in 1922 
with Standard Accident. 
The ladies who comprised the orig- 


inal staff of employes are as follows: 
Elsie A. Pupke, senior accountant; Viola 
L. Earl, assistant cashier; Ella H. 
Corello, secretary to Mr. Elberty, and 
Anne L. Ferguson, telephone operatcr. 

William A. Walker, assistant vice 
president and agency department head, 
and Robert W. Stewart, assistant vice 
president and bonding department man- 
ager, were also guests of Mr. Goodwin 
at today’s luncheon. They are key mem- 
bers of his Eastern department execu- 
tive staff. 
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In automobile insurance, as in all other 
lines, Manu‘acturers has just ONE 


definite objective... 


CO-OPERATION 


with Agents, Brokers and their Clients 
on coverages, claims, and safety 


engineering — nationwide. 
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COMPLETE DEPARTMENTS 
Fire, Automobile, Jewelry, Fur 
Floater, Inland Marine, Liability, 

Workmen's Compensation 





BRANCHES: 
Atlantic City, N. J. 
Asbury Park, N. J. 
Trenton, N. J, 
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CLAIM SERVICE 
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Conn. General 
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personnel has also been liberalized to 
cover riding within the bounds of th 
mainland of North America as a passen- 
ger, but not as the pilot or other active 
member of the crew, in any powered 
civil aircraft of United States or Cana- 
dian registry having a valid and curren: 
certificate of airworthiness. Such cer- 
tifiicate should be issued by the duly 
constituted authority of the government 
of the United States or the Dominion 
of Canada having jurisdiction over civil 
aviation and operated by a duly licensed 
pilot. Also covered will be plane travel 
atiywhere in the world as a passenger in 
a passenger aircraft operated by an in 
corporated passenger carrier on a regi: 
larly scheduled passenger trip over its 
established route. 


GOERLICH BACK ON JOB 

Arthur C. Goerlich, educational d- 
rector of the Insurance Society of New 
York, figured in an accident in front of 
his home in Connecticut a few days 
ago when an automobile skidded on ice 
and the wheel hurt his foot. The injury 
was not serious, and he has now return- 
ed to his office, wearing a carpet slipper 
on the injured foot. 


. * ed ry. 
Direct Mail Talk 
(Continued from Page 33) 
what the objective is will help you steet 
your direct mail in the right direction. 
Advertising Golden Rule 

“Remember the golden rule of adver 
tising which automatically helps you 10 
write as you would like to be written 0. 
That simply means giving the kind o! 
information that you yourself would like 
and need if you were in the prospect’ 
place. It means writing unselfishly. 

“Next, line up your ammunition, prt 
paratory to passing it along. Tha! 
means putting down in list form and es 
pecially in the order of their importante 
all of the reasons why a prospect should 
want your particular kind of insurance 
and your particular policy. 

“Select the proper vehicle for yollf 
message. That means determining the 
correct type of direct mail or physical 
form that it is to take... 

“After you're in presumably with the 
prospect’s interest, then get down to the 
real business of ‘selling—but from the 
reader’s viewpoint. 

“To sum up—direct mail will pay 
way in the insurance business—if yo" 
make it.” 


IOWA BANS WHOLESALE INS. 

The Iowa insurance department 4 
issued a directive to all life and A. 
companies doing business in the 
to cease selling wholesale, franc! 
similar insurance. The action 
a Polk county court decision agails 
the Commercial Casualty in a case I 
volving the state bar association. 
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E. M. Allen Talk 


(Continued from Page 32) 


than 5% of the amount of insurance 
taxes collected by the states is used for 
the expense of supervision and that each 
year bills are introduced in the state 
legislatures throughout the country to 
raise the taxes. Already, he said, the 
rate of taxation, especially on work- 
men’s compensation premiums, has been 
increased -1n some states beyond what 
he thinks is reasonable. With respect 
to the fees and taxes levied by munici- 
palities on insurance companies, he said: 

“The fees are payable by each com- 
pany in the agent’s office whether the 
business done is more or less than the 
amount of the tax. These local privilege 
taxes act aS a restraint on trade and 
competition aS Many companies are un- 
willing to pay them. It is questionable 
in my mind, since insurance is interstate 
commerce, whether these cities and 
towns have any more right to tax in- 
surance premiums than to tax railroad 
ticket receipts. 

“Tax experts have long  recom- 
mended that certain forms of taxation 
be allowed only to certain governmental 
bodies. For example, the retiring head 
of the New York State Tax Commission, 
recently recommended to the Governor, 
that the state income tax law be re- 
pealed and that the right to levy income 
taxes should lie only with the Federal 
Government. Along the same line it 
seems logical to me that the right to 
tax insurance company premiums should 
be left only to the state governments. 
In any event, if the whole insurance tax 
situation is not corrected before Janu- 
ary 1, 1948, it may well be that Congress 
in its exercise of jurisdiction over in- 
terstate commerce, even will take away 
from the states the right to tax our 
companies, in order that the cost of op- 
eration and the cost to the policyholder 
may be reduced. In this connection too, 
itis well to remind the organized agents 
that certain state countersignature laws 
are obnoxious and should be modified or 
repealed. 

“When we consider these subjects I 
think we all must come to the conclusion 
that the time has arrived for courageous 
thought and action in our business.” 





LEDERER NAMED CONSULTANT 





In Advisory Capacity on Aeronautical 
Engineering to N. Y. Board of Trade’s 
Aviation Section; His Prominence 

Jerome Lederer, chief engineer of the 
Aero Insurance Underwriters, has been 
named aeronautical engineering con- 
sultant to the aviation section of the 
New York Board of Trade. In_ this 
position he will serve in an advisory 
capacity to implement much of the 
progress made during 1945 through the 
series of aviation luncheon-forums con- 
ducted by this section in the interest of 
local and national aviation expansion. 
Author of “Safety in the Operation 
of Air Transports,” and other treatises 
on aviation, Mr. Lederer was aeronauti- 
cal engineer for the U. S. Air Mail 
Service during 1926. Then in 1940 he 
became director of the safety bureau, 
Civil Aeronautics Board. This was fol- 
lowed by his assignment as executive 
assistant for the Airlines War Training 
Institute, established by all the airlines 
'o train military personnel for the ATC. 
During World War II he served as 
operations analyst for the Army Air 
‘orces, and was a member of the Na- 
tional Advisory Committee for Aero- 
nautics, 

_Mr, Lederer, an alumnus of New 
York University, served for a year fol- 
lowing his graduation in 1924, as assis- 
tant to Professor Klemin on construc- 
hon, calibration and operation of wind- 
tunnels, His associations _ include: 
Associate Fellow Member of the In- 


“ sr of the Aeronautical Sciences, 
qoyal Aeronautical | Society, American 
“ociety of Mechanical Engineers, So- 


ig 4 of Aeronautical Engineers, Nation- 
a Safety Council, National Aeronautic 


Association Institute of the Aeronautical 
ciences, 





CHAIRMEN OF AL SMITH DRIVE 





Vincent Cullen and Frank A. Christensen 
Serving on Memorial Committee for 


St. Vincent’s Hospital Addition 
Vincent Cullen, president, National 
Surety Corp., and Frank A. Christensen, 


executive vice president, America Fore ° 


Companies, are serving respectively as 
casualty-surety chairman and fire and 
marine chairman on the Alfred E. 
Smith memorial committee which is 
raising funds for a $3,000,000, 16-story 
addition to St. Vincent’s Hospital in 
New York. Another insurance chair- 





man is Laurence S. Kennedy, president 
of Marsh & McLennan, who heads the 
insurance agents’ committee. 

Archbishop Francis J. Spellman of 
New York is honorary chairman and 
James A. Farley, former Postmaster 
General, is general chairman of the Na- 
tional committee, which is composed of 
750 leading men and women from every 
state in the country. Business and pro- 
fessional groups are represented by 152 
divisions. 

The hospital project is one in which 
Gov. Smith was keenly interested and 
with which he was associated as chair- 
man of the advisory board of St. Vin- 
cent’s until his death a year ago. Eg- 


gers & Higgins of New York are the 
architects. 

Contributions should be made payable 
to the Alfred E. Smith Memorial Hos- 
pital and sent to James A. Farley, Em- 
pire State Building, New York 1, N. Y. 


J. AUSTIN LYONS DEAD 

J. Austin Lyons, 17 John Street, an in- 
surance lawyer, died in Bronxville, N. Y., 
October 10. A graduate of the Univer- 
sity of Michigan law school he w-nt with 
the Travelers. In 1930 he formed his 
own law firm in partnership with the 
late Benjamin Loder. 








pr ospects. 





AMERICAN SURETY COMPANY 


New Opportunities 
for Agents 


THE INSURANCE AGENT faces a demand for Insurance Protection 
and Service without precedent. Here are several reasons: 


@ The nation— its people, industries, businesses, products and in- 
stitutions—are under-insured. 


@ The population continues to grow, along with its needs. 


© Stoppage, or limitation of, consumer goods output because of 
the war has created a vacuum which will require years to fill. 


Home construction, new business establishments, new and im- 
> ? 

proved highways, factory reconversions, new commercial prod- 

ucts, promise great new activity. 


© Consumer purchasing power, augmented by wartime incomes and 
increased savings, was never greater. 


@ Government-indorsed loans for returning war veterans will help 
establish many of them in business—and so create new insurance 


@ Banks are broadening their consumer credit lines to include the 
financing of automobiles, aircraft, boats and other major com- 
modities. Under the “Bank and Agent Auto Plan” agents can 
add substantially to their business. 


For the progressive, wideawake Insurance Agent the foregoing reasons 
mean many new opportunities for Service and Profit. 

Our companies have openings for Agents in various territories. For 
information address Agency and Production Department, AMERICAN 
SURETY GROUP, 100 Broadway, New York 5, N. Y. 





NEW YORK CASUALTY COMPANY 


AGENTS AND BROKERS EVERYWHERE 
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Representative Producers Fulfill 
A Necessary Mission, Says Falvey 


The American Agency System is the 
thject of the following article by Presi- 
- nt T. J. Falvey of the Massachusetts 
Bonding & Insurance Co., published in 
the current issue of the company s house 


rgan, The Concentrator : 
Unfortunately, or fortunately, as the 
case may be, the American agency sys- 


em is under attack from certain sources, 


me important and some not so impor- 


tant, in these days of furor over rates, 


and rating 
ould be unfortunate if the out- 
should be an impairment of the 
system, but it will be fortunate and ul- 
timately helpful if, out of all the argu- 
ment, comes a truer and more general 
inderstanding of the valuable and im- 
functions performed by agents. 
There are, of course, in the army 
i avents and brokers, some mere order- 
takers—individuals who make no study 
of coverages or of the particular require- 
ments of each customer or client. They 
great minority, but they bring 
the agency system as a 


systems. 


osts 


It w 
come 


rtant 
vast 


ire in the 
disrepute to 
} 
whole. 
On 
tive 


the other hand, truly representa- 
agents and brokers fulfill splendidly 


a necessary mission. They are students 
of coverages, students of local condi- 
tions, and they study each customer's 


peculiar needs. Thus from the — 


SCATTERGOOD IS PROMOTED 





Appointed Buffalo Manager of Aetna 
C. & S., Succeeding the Late 
William T. Gouert 
Alan F. Scattergood, assistant man- 
ager of the Buffalo office of the Aetna 
Casualty & Surety Co., has been ap- 
p inted manager of that office succeed- 
ing William T. Gouert, who died Sep- 

rai Pa rt fi 

A native of Philadelphia, Mr. Scatter- 
good was educated in Hartford and in 
Ardmore, Pa. He joined the Aetna or- 
ganization in November, 1921, and after 
taking a special course of training in 
the home office for field underwriters, 
he was assigned to the Buffalo office in 
April, 1922. Mr. Scattergood was sub- 
sequently promoted to chief underwriter 
and later to superintendent of agents. 
On August 1, 1939, he was appointed 
assistant manager. 

Mr. Scattergood has given lectures 
on insurance at the University of Buf- 
falo. During World War I, he served 
in the armed forces and is a member 
of the American Legion. 


MORRIS MILLER’S SON HOME 


First Lieutenant F. Morris Miller of 
Montclair, N. J... whose father is head 
qf the court bond department, New 
York office, Fidelity & Deposit, has re- 
ceived medical discharge from the U. S. 
Army after a year of overseas’ combat 
service with the Eighty-eighth Division. 
Wounded in action, Lieutenant Miller 
has been awarded the Purple Heart and 
the Distinguished unit citation. He re- 
cently returned from two weeks of fun 
and relaxation at the Army Ground and 
Service Forces Redistribution Station, 


Asheville, N. C. 





5.9% COMP. INCREASE IN WIS. 


Insurance Commissioner Morvin Duel 
of Wisconsin has approved a 5.9% in- 


crease in compensation rates for that 
state, retroactive to August 21 when 
benefits were increased. New, renewal 


and outstanding policies will be affected. 


of the order, or even before, they are 
necessary and important factors in see- 
ing that exposures are adequately and 
properly assessed and fully covered. 

Nor does their usefulness stop there. 

From then on they service their risks. 
They do not dismiss them from their 
minds until the next premium falls due, 
but they tend them, watch for changing 
conditions that call for changes in cov- 
erage, and when new or improved pol- 
icies caonee available they see that their 
customers get immediate advantage of 
them. 

They are coordinating influences. 

They represent the carriers ,on the 
spot, and those who question their use- 
fulness are the people who over-simplify 
insurance transactions as a whole. They 
are those who look upon a bond or pol- 
icy as a simple commodity to be passed 
over the counter in exchange for a price, 
with little comprehension of the com- 
plexities and the adaptability of present- 
day elaborate coverages. 

Coordination! A most necessary ele- 
ment of the insurance system. 

That is the function of agents and 
brokers who look upon their business 
as a profession, and it is to be hoped 
that, out of the present agitation, may 
grow true and more widespread appre- 
ciation of the profession. 

It is for us—companies and agents 
alike—to promote a better understand- 
ing of the American agency system and 
to prove conclusively that the agent is 
“worthy of his hire.” 

Let’s cooperate fully toward that end. 


WILLIAM R. LIEDIKE DEAD 


Assistant Secretary, Hartford Accident, 
Nearly 40 Years in Bonding Field; 
His Career 

William R. Liedike, 59, who was as- 
sistant secretary of the Hartford Acci- 


dent and had charge of its public offi- 
cial and depositary bond department, 
died October 3 at his home in West 
Hartford. Nearly forty years in the 
bonding end of the business, Mr. 
Liedike had been connected with the 
Hartford A. & I. since 1914 when he 
became superintendent of the public 
official and depositary department. 

A 32nd-degree Mason, Mr. Liedike 
was also a member of the Hartford 
Rotary Club and treasurer of the Home 
Loan Savings & Loan Association. 

His bonding career started in 1901 
with the American Bonding Co, which 
he served until 1912 in fidelity, surety 
and burglary capacities in the Philadel- 
phia and New York offices. Thereafter 
he spent a few years with the old 
Equitable Surety as assistant secretary 




















and then joined the Hartford. He js 
survived by his wife, a_ sister, three 
brokers, several nieces and nephews, 
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the more time 
for extra-curricular activities. 
Witness the recent and numerous con- 
tributions of Abe (Equitable Life) 
Rosenstein. Abe steps up to the plate 
with a clipping from a_ local newspa- 


The busier a man is, 
he has 


per’s financial page. Caption: “Official 
Changes at Grace Line.” The item 
reads: “R. Ranney Adams, executive 


vice-president of the Grace Line, has 
been elected interim president after the 
leave of absence given D. Stewart Igle- 
hart because of idleness.” Thanks, Abe, 
me boy, and keep up the good work. 
* * 

Henry H. Putnam who for so many 
vears did a whale of a job as publicity 
manager for John Hancock Mutual Life, 





Offering Lawyers... 








Insurance Protection 
for Liability on Account 
of Professional Errors .. . 


A NEW POLICY 
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writes in to give us the story of the 
1. I. Joe who walked into a book store 
and asked the salesman: “Do you have 
any books about how to treat civilians 
who have read books about how to treat 
returning service men?” Thank you, 
Put. 
* ok * 


We're certainly getting a lot of mal 
these days. From India, our friend, 
Sergeant Ernest E. Stern, sends us th: 
clipping from “Yank” Daily Bulletin tor 
September 12, 1945, reading: “Washing- 
ton: Only one in fifteen discharged vu- 
erans has converted his Army life in- 
surance to available peacetime forms 
Announcing this today, the Veterans 
Administration said it has decided that 
some additional inducements should be 
offered.” We think such publicity is bad 
First of all, what is meant by “induce- 
ments?” Are they going to give oit 
fountain pens, or lend the boys the pr- 
miums? As Ernie Stern said a mon'ti 
or so ago in these columns, the trouble 
with the insurance situation of service 
men; is they have no place where they 
can get authentic information and ad- 
vice concerning conversion. And _ this 
applies particularly to fellows who are 
still on foreign soil and who would like 
to plan ahead. 

x ok x 


An echo is the only ‘thing capable o/ 
robbing a woman of the last word. 
ae te Se 


Ashby C,. (Fidelity & Deposit, New 
York) Taylor tells us that “the moder 
girl’s hair may look like a mop but that 
doesn’t bother the modern girl—because 
she doesn’t know what a mop looks 


like.” 
<a om 


Advice to motorists: The best to 
when your brakes fail is to hit some- 
thing cheap. 

cok 

Sylvester C. (broker) Walker sent | 
an imposing looking envelope whit h 
contained a slip of paper on which lit 


wrote: “Snoring is what you might cal! 
sound sleeping.” Now, just you sto) 
Syl. 

* * * 


_In 1775, Poor Richard said: “\ long 
life may not be good enough, but 4 
good life is long enough.” 


MERVIN L. LANE. 





E. W. AMOS’ NEW POST 

E, W. Amos, former A. & H. super 
intendent of the California-Westet 
States Life in San Francisco, has tf 
cently joined the Loyal Protective Litt 
as general agent in the same city. 4h 
rangements for this appointment wet 
completéd by John J. Crane, who hi 
been assigned by the Loyal to supervise 
the Pacific Coast territory. 
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Going Places! 
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BUY MORE BONDS--AND KEEP THEM * 














An Important Message from 
Major General NorMAN T. KIRK," 


The Surgeon General, U. S. Army 


7 ou have undoubtedly heard much concerning 
the difficulties of readjustment which con- 
front the returning Veteran. 


Actually, the vast majority of our Veterans will 
return from the War physically fit—ready and 
anxious to take up civilian life again. 


Some will not be so fortunate. There will be 
those who are disabled ...some physically and 


some mentally scarred. 


The United States Army and Navy provide 
medical treatment and care for our men in the 
services: the Veterans Administration for those 
who are discharged. In many cases there comes 
a time when, for sound medical reasons, it 1s best 
for the Veteran to return to his home environment. 


Once at home, it is, of course, the family’s 
responsibility to help him with sympathy and 
patience to get back to normal as fast as possible. 
There is much that parents, wives, and relatives 


can do. 


The help which cannot be given in the home 
becomes the responsibility of your community, 
which should be prepared to offer such Veterans 
various aids, including: 


Medical advice, if needed. 
Assistance in obtaining work which will be 
consistent with impairments. 


For those who return hale and hearty... it is 
the responsibility of the community to extend 
every aid which will facilitate a rapid return to 
everyday life. This may be achieved if the Vet- 
eran may obtain, if necessary: 


1. Help in securing employment through compe- 
tent vocational counsel. 

2. Advice on legal, educational, domestic affairs 
and other questions. 

Many communities already offer helpful serv- 
ices to Veterans. If yours does not, you—who be- 
long to business, civic, church, and other com- 
munity groups—may take the lead in establishing 
such assistance in your own cr + 
town already supports Veterans Aiu vuieaus un- 
der various auspices, let me urge you to help in 
co-ordinating their valuable services, so that Vet- 
erans will have the best your community can give 
them. 


The Veteran has earned your respect. I know 





every American will want to do everything he can 
to help the Veteran to readjust himself to his 
regular civilian life. 


27 Wn 


U.S. ARMY 


Ask for these booklets... Metropolitan has prepared 
several Booklets which contain suggestions for the reception of 
returning Veterans. Send today for your free copy of the 
Booklets of particular interest to you. 


Suggestions for those in the homes of our returning Veterans— 
Booklet A—“Coming Home” 


Mt 
a6 1) a 


Suggestions for businessmen and community leaders— 


Booklet B—“Employment of the Handicapped 
Veteran” 
Booklet C—“Re-employment of the Veteran” 
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THIS advertisement is one of a continuing series sponsored by Metropolitan in the interest of our national health and 
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